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The VOICE of the TRADE 


aren retailers do 
62 per cent of the retail business 
of the United States. This is a 
verified percentage made by the 
U. S. Department of Commerce 
and is the first definite figure on 


~ 44, 
Sy 


record. Approximately 38 per 
cent of the nation’s retail busi- 
ness is, however, ‘distributed to 
the public through mass produc- 
tion, mass selling chain store units. 

A close divison of the territory 
in which each flourishes best is 
shown in the survey, which covered 
485 of the 983 cities of 10,000 
population and over. Independent 
stores do the most business in the 
smaller cities, with the chain store 
doing its largest business in the 
big cities. 

Sectional and national chain 
stores account for approximately 
17 per cent of total sales in 485 
cities. Figures varied from 13 per 
cent of total business in smaller 
cities from 10,000 population to 
30,000 to 29 per cent in two cities 
of over 1,000,000 population. 
which were included in the survey. 

Chains of local stores were next, 
with 20 per cent of total sales. 

Percentages range from 13 per 
cent in the smaller cities to 28 per 
cent for cities of 1,000,000 popu- 
lation. 

Range of the independent stores 
is from 72 per cent of total sales in 
smaller cities to 50 per cent in the 
larger cities, where they shared 
equally with the two types of chain 
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stores, for an avarage in the 485 
cities of 62 per cent. 


2 * 


Pinisinies people chill 
the new springtime spirit of mer- 
chandising. What is more—unnec- 
essary skimping has produced an 
apathetic purse in others. We are 
seeing an abnormal piling up of 
savings due to the fact that so 
many people feel that they must 
have reserves because of present 
job insecurity. But frugality has 
gone a bit too far when the public 
will accept “seconds for firsts” 
because of price. 

Stocking manufacturers report 
that the demands for seconds in 
ladies’ silk hosiery exceeds the 
supply. Sub-standard hose and 
shoes are not worth the price of 
rigid economy because they lead to 
sub-standards of living—unjust- 
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ified in most cases. The test of true 
economy lies in serviceability 
through the lifetime of the prod- 
uct. The public will find the cheap- 
est in merchandise is not really a 


question of price. 
x * x 


The word habit, which has 
passed, excepting for its applica- 
tion to apparel of horsemanship, 
as for instance “the riding habit,” 
might well be revived. There’s 
substance to it. Recall Shake- 
speare’s classic phrase “Costly thy 
habit as purse can buy.” A “habit” 





is “a particular costume, indicative 
of rank or standing.” The ancients 
who commonly used this word 
“habit,” took a deal of pride in the 
correctness of their dress. There 
might well be more of it today. 

* * * 


This little talkie caused 

a walkie in one of the best stores 

in a metropolitan city where this 
firm operates a group of stores. 

“T want to get a pair of shoes the 
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same size and style as I have on. 
I’ve always worn this style and 
last.” 

Not having the correct size, the 
salesman reached for « telephone 
instead of the size. The run-around 
of the stores was about to begin in 
a search of the size. The customer 
approached the salesman to inquire 
of the delay and when informed 
that he was out of that particular 
size, the customer said: 

“T’m a salesman and if you have 
failed to keep up your stocks, that’s 
your fault. Some place in this city 
there is a retail shoe merchant who 
has faith in his business and has 
backed his judgment with adequate 
stock and sizes ; and he deserves to 
have my business. So long, until 
you find out that business is not 
around the corner—but right here 
in your store.” 

* * * 

A Boston designer finds that 
421% per cent of his fall models, 
thus far accepted by the shoe 





manufacturers, call for pump 
styles, and that plain pumps are 
ahead of the strap styles. 


. . * 


Margaret Hayden Rorke, 


managing director of the Textile 
Color Card Association, reports 
the largest gain of membership 
since the founding of the associa- 
tion. Some 242 new members be- 
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lieve that there is a business value 
in color coordination and that a 
unity of promotion in all indus- 
tries is beneficial to ali business. 
The association distributed 54,535 
color cards—which is an educa- 
tional factor of no small size and 
importance in America and in the 
wide world. For example, our shoe 
colors are now standard in all 
foreign points—from Australia 
to Sweden. 
* * * 


A merchant writes : 
“My present financial condition 
is due to effects of federal laws, 
state laws, county laws, corpora- 
tion laws, by-laws, brother-in-laws 
mother-in-laws and outlaws, that 
have been foisted upon an unsus- 
pecting public. These laws compel 
me to pay a merchant’s tax, capital 
tax, excess tax, income tax, real 
estate tax, property tax, auto tax, 
gas tax, water tax, cigar tax, street 
tax, school tax, any tax and carpet 
tax. 

“The goverment has so governed 
my business that I do not know 
who owns it. I am suspected, ex- 
pected, inspected disrespected, ex- 
amined, re-examined, informed. 
required, commanded, and com- 
pelled until all that I know is that 
I am supposed to provide an ‘inex- 
haustible supply of money for 
every known need, desire or hope 
of the human race, and because 
I refuse to donate to all go out and 
beg, borrow or steal money to give 
away, I am cussed and discussed, 





Is Your Store Inviting? 


In a trip through several small 
towns recently we were surprised to 
see how many shoe stores have now 
awoke to the fact that an uninviting 
entrance is the surest way to dis- 
courage customers from coming in- 
side. 
For instance, we saw several stores 
with “RUBBERS” streamers and other 
signs pasted over the glass of the 
front door so one could scarcely see 
inside. People want to see your store 
before they enter. 

In several other stores we found 
display cases ust inside the door and 
directly in front of it so it was im- 
possible to see back into the store 
interior. Any chain store expert on 
store layout will tell you such an ar- 
rangement actually turns people away 
from the door. 

There are many other things which 
might be mentioned, but they all 
come under the head of ‘making the 
store inviting.” Go outside and view 
your entrance as though you were a 
customer. How about it? 























boycotted, talked to, talked about, 
lied to, lied about, held up, held 
down and robbed, until I am nearly 
ruined, so that the only reason | 
am clinging to life is to see what is 
coming next.” 


* * * 


I, a shortage imminent 
in hides due to the fact that beef 
cattle are killed not for their wrap- 
per but for their meat substance? 
The New York Hide Exchange 





reports that domestic slaughter 
during the first two months of this 
year declined 161% per cent below 
the 1930 levels—from 2,258,000 to 
1,187,000. 

In the nature of the business, 
however, it becomes increasingly 
difficult to withhold cattle from 
the market. This low spot in 
slaughter, therefore, cannot con- 
tinue, for an increase is looked for 
during the latter half of the year, 
when it is anticipated that the 
heavier marketing of cattle will 
set in. 





W. E. Farson of the 


Mears Heel Company, Columbus, 
is now a real Colonel—not a 
Kentucky Colonel. He has just 
been promoted to the rank of 
Colonel in the Reserve Corps of 
the United States Army and as- 
signed to the 330th Infantry, 83rd 
Division. 

Colonel Farson has had twenty- 
one years service in the National 
Guard, Regular Army and Re- 
serve. He served a year in France, 
commanding a Machine Gun Bat- 
talion in the 37th Division during 


the War. 
* * * 


Profit bonuses are so 
rare in the shoe industry that it is 
a pleasure to announce that Everett 
& Barron Company, of Providence, 
R. I., manufacturers of shoe dress- 





, 
ing, made plus profits in 1930 to 
the point where it was possible to 
distribute $10,000 on an annual 
profit-sharing plan to all employees 
who have been with the company 
for one full year or more. To 
stimulate the‘loyalty of employees, 
the longer their term of service. 
the greater the bonus. 


* * 


* 
Harry A. Ballentine is 
being congradulated by all Los 
Angeles for planning and opening 
one of the world’s most beautiful 
Hanan & Son shoe shops. One of 
the delightful things attending the 
opening of the store on the Pacific 
coast is the overflow of flowers— 
nearly filling the entire store—as 
expressions of friendship from 
other merchants in town. Selection 
of location was an achievement in 
itself for the store is less than one 
hundred feet from the entrance of 
the Los Angeles Athletic Club 
which has a membership of 12,000. 
x *k * 

Boston police will wear puttees 
of leather, Sam Brown belts of 
leather and pistol holsters also of 
leather—with their new summer 
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uniforms of gabardine. And this 
style, of course, will add a bit to 
the consumption of leather. If they 
could adopt the sobriquet of the 
“Marines” an additional item could 
be added to their uniform. Why 
not—“Leather Necks ?” 


* * * 


Wen is a contract not 
a contract? That’s an uppermost 
question with many manufacturers 
and many merchants of men’s 
shoes. They entered into the men’s 
shoe campaign believing that a full 
and complete job was “in the mak- 
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ing.” We have received many 
letters from merchants who see be- 
fore them annoyance and litigation 
—especially troublesome because 
no merchant likes to have his 
signed “promise-to-pay” used as a 
basis for legal collection long after 
the campaign had ceased to be an 
operating instrument of men’s shoe 
promotion. 

A clarifying statement is ex- 
pected shortly, indicating in some 
way or another, the precise situa- 
tion of the campaign and the re- 
sponsibilities of the pledges made 
by merchants. 


x ox 


Reuben Stiefel not only 


combines the height of fashion in 


his Peacock Shoe Shop in Chicago, 


but a very sincere specialization on 
comfort and fit through prescrip- 
tion work for many prominent 
orthopedic surgeons. He is opposed 
to any proposition that smacks of 
bribing the specialist and frankly 
tells the medical fraternity : 

“In your every day practice, you 
are quite aware of this fact, that 
the proper shoe, correctly fitted 
will aid you in getting the desired 
results in the treatment of your 
patients. We believe we can be of 
material assistance to you. Though 
we have nothing in the way of 
commissions or special discounts to 
offer, we are prepared to give you 
a service which will relieve you of 
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a great deal of worry. One of our 
trained men is ready to take care of 
your hospital patients, and will take 
charge of fitting the patients you 
may send to our shoe salon.” 


* * * 


The Federal Reserve Bank 
of Boston notes an upswing in New 
England and reports: “Total esti- 
mated shoe production in New 
England during February was 
8,281,000 pairs, an increase of 21 
per cent over January. During the 
past two months shoe production 
has increased much more than the 
typical seasonal expansion that 
usually occurs in January and con- 
tinues through March, with a total 
gain in output during that period 
of approximately 45 per cent. The 
usual increase in the first two 
months of the year is about 38 per 
cent. while during the past two 
months the daily average output 
has increased 78 per cent.” 

* * * 

John A. Bush reports for the 
Brown Shoe Company of St. 
Louis, Mo. a substantial increase in 
January, Febuary and March sales 
over the same period last year. 
During March, the company manu- 


























factured, sold and shipped to 
customers 76,911 more pairs of 
shoes than in March 1930. Presi- 
dent Bush states that these in- 
creases in productions, sales and 
shipment of shoes indicate that 
a turning point for the better has 
heen reached in business, generally. 


* * * 


Merchants of Washington 
might well give three banzai to the 
Emperor of Japan for the trade 
attraction of the Jananese cherry 
trees. We made a belated visit to 





the trees after 28,730 automobiles 
had circled the basin ; and not to be 
outdone, we brought a flashlight 
to get a “night-eye view” of their 
great beauty. 

Merchants of Washington est- 
imate that cherry blossom visitors 
alone, spending $5.00 apiece daily, 
leave $4,500,000 in Washington as 
their tourist contribution. What 
has your town to offer the Ameri- 
can tourist? 








“Dearie, could you let me have $150 for a riding habit?” 
l could but | don’t intend to. Take these six dollars, buy yourself a new pair 
of sport shoes and get the walking habit.” 
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Head-Locked Competition Is ‘the 


Inadequate Profit Rather than Insufficient Volume 


Today's Vital Problem in Shoe Merchandising 


iF public we may refuse to 
Admit it; in private we may hate to believe it; yet 
when we face facts squarely this truth cannot be 
evaded : 

Unbridled, unbusinesslike, unnecessary competition 
is today the chief obstacle in the path of profitable 
retailing. 

Competition has been highly advertised as the “life 
of trade.” But now it has overstepped the bounds of 
common sense and has become the “death of profit.” 
In dozens of cities today we see the ludicrous spec- 
tacle of a group of energetic shoe 
merchants so vigorously ‘“compet- 
ing” with each other as to wipe out 
every chance of profit for any of 
them. It began as competition; it 
ended as butchery. 

Being strictly local rather than 
national in character, the solution to 
the competition problem will be 





found when every community organizes its retail 
shoe merchants association into a bureau to regulate 
competition. Radical? Absolutely! A heroic meas- 
ure to combat an acute emergency ! 

Before going farther it should be clearly understood 
that there are two fairly distinct kinds of competition. 

First, legitimate promotions and practices planned 
(a)to make a profit in themselves or (b) to improve 
some internal store condition. With such there is no 
quarrel. Regular seasonal clearances of course come 
under this head. 

Second, promotions and practices 
that are nothing more than dog-eat- 
dog competition, those on which a 
store takes an intentional loss for 
competitive purposes. 

Just what is dog-eat-dog competi- 
tion? At the first snow last fall, 
Store A came out with a $2.19 price 
on the standard $2.50 type of 
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WHAT MUST BE DONE 


1. Merchants must maintain 
uniform prices on identi- 
cal goods. 


aa em 


2. Retailers must establish a 
rule of reason to put an 
end to dog-eat-dog com- 
petition. 


aa ea 


3. Decent price and markup 
standards must be en- 
couraged to make the 
community a pleasant and 
profitable place in which 
to live and do business. 


a ae 


4.The principle of truth 
must be upheld so that 
merchandise is not pre- 
sented to the public on a 
false-comparison basis. 


A am 


DEATH of PROFIT at Retail 


galosh. Store B, not to be outdone, immediately ad- 
vertised them at $1.95. 

Store C, realizing it must meet this price, went one 
better with a $1.75 price to which the others had to 
drop. 

Result, hundreds of customers supplied with 
galoshes at a loss to everyone. Merchandising? No, 
nothing but dog-eat-dog competition. 

Store D, ‘feeling depression’s pinch, advertised a 
pair of $1.00 hose free with every pair of shoes. 
Store E, handling the same grade shoes retaliated by 
giving a $2.00 house slipper with every pair. Store D, 
was compelled to fight back (so they said in defense 
of their action) by donating two pairs of dollar hose 
instead of one with every purchase. 

Merchandising? Both stores would say so. Dog- 
eat-dog competition is the right name. 

Store F came out with a big $7.95 ad. Store G 
immediately set about to dig up a $6.95 promotion, 
cost what it may—and called it “competitive merchan- 
dising.” 

The public on the side lines laughs at our antics, 
nudging each other with a knowing wink. “They 
wouldn’t do that if they weren’t making a big profit 
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at it,” say they. The inference seems quite logical. 

We do those foolish things ‘because since our 
earliest retailing-childhood we have been taught to 
compete, compete, compete! Competition originally 
meant being at least as good as the other fellow; now 
it means being at least as bad as the other fellow. 

A city of 100,000 population does about $1,000,000 
shoe business. It seems utterly nonsensical that this 
vast sum of money should pass through the shoe 
merchants’ hands every year with little or no profit— 
mainly because the competitive spirit so completely 
overshadows the neighborly spirit and prevents a 
common sense view of the situation as a whole. 

How much do these cut price promotions add to the 
total shoe volume of the community? Probably 
nothing . Yet they deduct a great deal from the com- 
munity shoe profit. 

This thing is serious, so serious that it becomes the 
duty of every sleeping Shoe Club to rouse itself and 
tackle this problem of regulating community compe- 
tition. 

The purpose of the Shoe Club should be twofold. 
First, to serve as a clearing house for the establish- 

[TURN TO PAGE 66, PLEASE] 
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JOHN C. McKEON: 


“The merchant must do everything to 
attract the buying public through the appeal 
to vanity. Fall offers us all an opportunity 
to join in an early national style promotion, 
stimulating the sale of desirable shoes for 
women, men and children.” 





Ul des the pressure of prevailing 
business conditions, the Joint Style Conference for the 
fall and winter, 1931, held under the auspices of the 
Allied Industries of Leather and Shoes at the Hotel 
Astor, New York, on Tuesday of this week took on 
anew complexion. While style information was passed 
out in generous quantities, the most important part of 
the discussion revolved around plans for stimulating 
business through the judicious use of style. 

Business advice came foremost. Style entered into 
the general scheme as a corollary to the stimulation 
of business. To this extent the conference varied 
greatly from those that preceded it. John C. McKeon, 
to whom Gordon McNeil passed over the direction 
of the conference after introductory remarks, sounded 
the business keynote by suggesting to retailers as a 
means of setting their houses in order, the stimula- 
tion of interest among salespeople in the stocks in the 


. Be 


New Style Stimulus 


Keynote of Joint Conference of 





store, an increase in service to the customer and a 
greater use of the vanity appeal as a sales stimulant. 

As if responding to a call, other speakers also 
stressed similar points, Miss Margaret Case of Vogue 
making a strong argument for the necessity of greater 
fashion education among shoe manufacturers, retail- 
ers, and retail salesmen particularly; Miss Tobe, 
fashionist, stressing the importance of the absorption 
of more fashion information by the shoe trade and 
a speeding up of the movement of shoes from the 
factory to the consumer, and Bertram C. Carter, ad- 
vertising man, devoting the major portion of his talk 
to a humorous yet telling argument for the shoe men 
to cast aside their fear and think their way out of 
their current entangling problems. 

Color coordination as a business stimulant also was 
discussed by Mrs. Margaret Hayden Rorke, manag- 
ing director of the Textile Color Card Association. 
“Industries,” she said, “are using color as a bridge 
to travel to the new cooperation.” 

Fraser M. Moffat, president of the Tanner’s Coun- 
cil, in responding to Mr. McKeon’s suggestion to the 
tanners that they “keep prices down and grades up,” 
added, “and be sure to make money.” He asserted 
business is beginning to look better, and with the 


Boot AND SHOE RECORDER 
combining THE SHOP RETAILER, May 2, 1931 








PO SAE ae epee eb 8 Fs Seca lin in wraraecinacunenene, 








Leta ncetanastin lot cite 


dees 


PAE PME NEO ae 








to Shoe Selling 


Shoe and Leather Industries 





new spirit of cooperation among tanners and other 
branches of the shoe industry the outlook is decidedly 
brightening. 

Throughout the conference there was a spirit of 
getting back to fundamentals, cutting out extrava- 
gance and going to work, earnestly and sincerely. 
Several speakers touched on the necessity of greater 
education of retail salespeople, not only in the psy- 
chology of selling, but in the fashion points, the 

“reason why” for certain styles in footwear. 

While colors, styles, patterns, etc., had been dis- 
cussed in the various group meetings on Monday, a 
review of the coming mode was presented at the 
conference on Tuesday morning. Mrs. Rorke began 
the sketching of the color picture for fall, which was 
followed by the presentation of actual fall costumes 
and shoes on living models by Madame Hamilton 
Jeffries, fashion editor of the Boor anp SHoE RE- 
CORDER. Miss Case also contributed fashion informa- 
tion as collected by Vogue. 

Mrs. Rorke placed brown at the head of fall colors, 
stressing particularly the dark rich brown shades. 
The influence of the French Colonial exposition in 
Paris, opening on May 6, she said, would be seen in 
brown and beige tones, desert shades, and in strong 
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BERTRAM C. CARTER: 


“The men’s shoe business is bound to get 
better in the fall, for the shoes men are now 
wearing are disgraceful. Our sales are so 
thin, we can tell whether the pavement is 
hot or cold. The shoe man’s shoes are as 
bad as others.” 
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accent colors, such as vivid reds, greens, oranges and 
yellows. Shoes of the dark brown shades and of the 
gray brown tinge, she declared, will be absolutely 
“safe” for fall. She predicted a stronger demand for 
deep green footwear, and said that blue will run into 
the fall season but will drop off with the rise of 
browns. 

In her fashion presentation Mme. Jeffries stressed 
the new rough woolens in unusual shades of brown, 
wine red and grayed green in sports and street cos- 
tumes, more formal ensembles in black and white, an 
evening gown of pink, and elaborate lounging pa- 
jamas, each with appropriate footwear. The models 
paraded the main platform and then descended a set 
of steps, to reascend to a central revolving platform, 
where the shoes were spotlighted for the assemblage. 
Mme. Jeffries accompanied the models with a running 

[TURN TO PAGE 38, PLEASE] 
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OFFICIAL FALL 


Adopted at the Joint Styles Conference of 
Shoe and Leather Industries, New York, April 28th 


a ae 


WOMEN'S STYLES 


vvv 


GORDON McNEIL, General Chairman 
E. C. Orr, Chairman 


TYPES FOR GENERAL USE, FOR STREET AND 


SERVICE BUSINESS, SHOPPING AND 
TOWN WEAR 


For Early Fall Selling: 
PATTERNS: 

1. Oxfords and tie effects. 

2. Straps. 

3. Step-ins, ornamented pumps and plain pumps. 
LASTS: 

Present types. 

HEELS: 

10/8 to 16/8. 


MATERIALS: 
1. Kid and calf. 
2. Suedes, trimmed and in combination. 
3. Reptiles, genuine and simulated. 
4. Patent leather. 


NOTE: Attention is called to the growing popularity of 
ed finished leathers, such as pin seal, morocco and 


pigskin. 
COLORS: 
1. Black. 


2. Brown (Prado, Mooresque and Tunisie.) 


For Late Fall and Winter 
PATTERNS: 


Same as recommended for early Fall. 
LASTS: 

Same as recommended for early Fall. 
HEELS: 


Same as recommended for early Fall. 


MATERIALS: 
1. Kid and calf. 
2. Suedes, trimmed and in combination. 
3. Reptiles, genuine and simulated. 
4. Patent leather. 
NOTE: After December 1st, it is expected that sales of 
brown suede will diminish. 
COLORS: 
1. Black. 

2. Brown (Prado, Mooresque and Tunisie) 
TAILORED TOWN AND SPECTATOR 
SPORT WEAR 

PATTERNS: 
1. Oxfords and ties. 
2. Pumps and step-ins. 
3. Straps. 

LASTS: 

Present types. 

HEELS: 

12/8 to 18/8 (The Cuban heel for this type of footwear 


is correct.) 


- 1 


NOTE: Attention is called to the growing popularity of 
the full breasted Cuban heel, known as the “Continental.” 
Early and Late Fall 
MATERIALS: 
1. Suede, trimmed and in combination. 
2. Calfskin and kid skin, plain and in combination. 
3. Reptiles, genuine and simulated, all-over and in com- 
bination. 
4. Patent 
NOTE: After December 1st, it is expected that sales of 


brown suede will diminish. 


COLORS: 
1. Black. 
2. Brown (Prado, Madeira and Mooresque.) 
3. Paddock green. 
NOTE: Attention is called to Madeira Brown-trimmed, 
underlaid or stitched with dark red to complement red 
tones in clothes. 
Navy blue is recommended for limited early fall promo- 
tion, particularly in the South and Southwest. 
Grisette—a deep gray metal tone for contrast—high 
fashion. 
Brown patent leather is becoming an important trimming 
note. 
Novelty leathers and reptiles and all-over effects with 
stitching and perforations following a definite design are 
high fashion and very smart in this classification. 
Contrasting surfaces in half and half combinations are 
also very smart. 


TYPES FOR AFTERNOON WEAR 
For Early Fall 
PATTERNS: 


1. Pumps and trimmed pumps (Attention is called to the 
high throat, high line step-in.) 

2. Demi-oxfords and ties. 

3. Straps and sandals. 

NOTE: The new sandals will not be the cut-out type 

as much as those sold during the summer season, 
MATERIALS: 

1. Kid, plain and in combination. 

2. Suedes (all-over and in combination). 

3. Patent leather. 

4. Fabrics (for indoor formal wear only). 

NOTE: Reptiles and opalescents will be used for trim- 

mings and also for combinations. Watch carefully for 

an increased demand for patent leather. 

Underlaid punchings and contrasting pipings are important. 
COLORS: 

1. Black. 

2. Brown (Prado, Madeira and Tunisie). 

3. Paddock Green. 

NOTE: Attention is called to Grisette, a deep gray metal 

tone to contrast with clothes that are high fashion. 


For Late Fall 


PATTERNS: 
Same as recommended for early Fall. 
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STYLES REPORT 


Vv vv W 


MATERIALS: 
1. Kid and some light-weight calf (plain and in com- 
bination). 
2. Patent leather. 
3. Suede (all over and in combination). 
4. Fabrics (for indoor formal wear only). 
NOTE: Attention is called to bronze kid as an important 
style note. 
COLORS: 
1. Black. 
2. Brown (Prado, Madiera, and Tunisie). 
3. Paddock Green. 
NOTE: Gray and greige as neutral trimming tones for 
black. On brown, these trimming tones are very smart, 
but very high style. 


EVENING SLIPPERS 
PATTERNS: 
1. Sandals. 
2. Pumps (trimmed and plain). 
3. Straps. 
LASTS: 
Present types. 
NOTE: Attention is called to a rounder toe model for 
sandals, with custom effect. 
HEELS: 
15/8 up. 
MATERIALS: 
1. Dyeable materials including satin (dull and shiny fin- 
ish) brocades, crepe, moire, faille, lame, and faconne*. 
2. Black fabrics, such as satin (in dull or shiny finish) 
moire, faille, crepe, lame, and faconne*. 
NOTE: Attention is called to gold, and silver, and 
opalescent trimmings for ail evening fabric shoes. 
Attention is called to gold and silver kid sandals and pastel 
and jewel colored suedes. 
*Figured materials of dull and shiny combination texture. 


ACTIVE SPORTS WEAR 


PATTERNS: 
Oxfords, Prince of Wales types, Moccasin effects, 
straps with brogue and sport effects. 
LASTS: 
Present types. 


HEELS: 
8/8 to 12/8. 
MATERIALS: 


1. Tan and brown calfskin and combinations with grain 
and reptilian trimming. 
2. Elk (in combinations with calf or grain leathers). 
3. Buck and suede finished leather (all-over and in com- 
bination). 
Footwear for winter sports finds a more important place 
in every shop. All sports are on the increase, such as golf, 
hunting, riding, hiking, skiing, and all outdoor activities. 


WOMEN’S VOLUME FOOTWEAR 
L. A. SHEA, Chairman 


For buyers and distributors of shoes 
retailing up to five dollars. 

NOTE: In presenting this volume report the committee 
has endeavored to combine practical selling recommenda- 

tions with the style forecast. 
The retailer, in studying these volume shoe styles recom- 
mendations, is urged to refer to the preceding recommenda- 
tions of the women’s style committee, in order to make such 
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comparisons and adjustments as he may deem necessary for 
his own merchandising program. 


TYPES FOR GENERAL USE—FOR STREET 
WEAR, SHOPPING AND BUSINESS 


For Early Fall 


PATTERNS: 
1. Straps. 
2. Oxfords and tie effects. : 
3. Pumps and step-ins, trimmed and plain. 
LASTS: 
Present types. 
HEELS: 
10/8 to 16/8. 
MATERIALS: 
1. Kid and calf. 
2. Suedes, trimmed and in combination. ; 
3. Reptiles and fancy grain leathers, trimmed and in 
combination. 
4, Patent leather. 
COLORS: 


1. Black. 


2. Browns—Prado, Mooresque. 
NOTE: A considerable proportion of arch-type footwear 
will be developed in a slightly lighter shade than Prado. 


TYPES FOR GENERAL USE—FOR STREET 
WEAR, SHOPPING AND BUSINESS 


For Late Fall 
PATTERNS: 
1. Oxfords and ties. 
2. Straps. 
3. Pumps and step-ins. 
LASTS: 
Present types. 


HEELS: 
10/8 to 16/8. 


MATERIALS: 


1. Kid and calf. ; ; 
2. Reptiles and fancy grain leathers, trimmed and in 


combination. 
3. Patent leather. 
COLORS: 
1. Black. 


2. Browns—Prado, Mooresque. 


NOTE: A considerable proportion of arch-type footwear 
will be developed in a slightly lighter shade than Prado 
Attention is called to the growing tendency for a brighter 
finish on black footwear. 


TYPES FOR AFTERNOON WEAR 


For Early Fall 


PATTERNS: 
1. Pumps, plain and trimmed, and step-ins. 
2. Straps. 
3. Dressy ties and oxfords. 
LASTS: 
Present types. 
HEELS: | 
14/8 to 19/8. ; 
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NOTE: In the “fast” style footwear worn by ~ joung- 
er generation the lower heel is still popular. There is 
a demand for 15/8 and 16/8 Junior Louts heels. 
MATERIALS: 
1. Kid and calf. (light weight). 
2. Suedes, plain and in combination. 
3. Patent. 
4. Reptiles and fancy grains, all-over or in combination. 
5. Fabrics. 
COLORS: 
1, Black. 
2. Browns—Prado, Mooresque, Tunisie, Madeira. 
3. Paddock Green. 
NOTE: Attention is directed to the importance of the 
brighter finish on black leathers. 


SHOES FOR AFTERNOON WEAR 
For Late Fall 

PATTERNS: 

1. Straps. 

2. Pumps, plain and trimmed, and step-ins. 

3. Dressy ties and oxfords. 
LASTS: 

Present types. 
HEELS: 

14/8 to 19/8. (See notes on heels for early fall.) 


MATERIALS: 


1. Kid and light weight calf. 

2. Reptiles and fancy grains, all-over and in combination. 
3. Patent leather. 

4. Fabrics. 


NOTE: Attention is directed to the importance of a 
brighter finish on black leathers. 
COLORS: 


1. Black. 
2. Prado and Mooresque. 


TAILORED TOWN TYPES, INCLUDING 
SPECTATOR SPORTS 


PATTERNS: 


1. Oxford effects. 
2. Pump effects, plain and trimmed. 
3. Straps. 


LASTS: 
Present types. 


HEELS: 
12/8 to 18/8. 


MEN'S 


GrorRGE GEUTING, Chairman 





First in importance is Color. Unanimous opinion is ex- 
pressed for a growing acceptance of the lighter shades of 
tan in men’s shoes, and a greater variety of both browns and 
tans, to stimulate sales of colored shoes, which are now too 
small in percentage of total sales. A survey of stores now 
exploiting the sales of all colors in shoes discloses a remark- 
able increase in the percentage of sales of browns and tans. 

In coordination with the Wool Institute, the association of 
haberdashers, and clothiers, who have for several seasons 
kindly cooperated with this committee, we have determined 
that a weak link in the chain of selling men’s shoes on the 
floor in the average store, is the contact with the customer— 
the retail sales clerk. In order to increase pairage sales, this 
contact point must be improved through education: By im- 
pressing upon him to do more for the customer than merely 
to sell a foot covering ; to sell with more intelligence the shoe 
for the occasion and the shoe for the costume. 

This committee urges retailers to exploit the lighter shades 


of brown and tan through the media of window displays and 
advertising, for in this way the public can be attracted to the 


important style note sounded by the lighter colors, 
Color contrast in men’s sartorial get-up is a decided style 


note in so far as the relation of shoes to costume is concerned. tailers to follow in order to secure extra pairage sales. 
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MATERIALS: 


1. Calf and kid. 
2. Suedes, trimmed. vals 
3. Reptiles, and fancy grains, plain and in combination. 


NOTE: Classifications 2 and 3 will vary in importance, 
according to location. 
COLORS: 
For fall. 


1. Black. 
2. Brown—Prado and Mooresque. 


NOTE: In addition, effective and salable shoes will be 
developed in lighter tones of brown, with dark trimmings. 


FOR EARLY FALL SPORTS WEAR 


PATTERNS: 
1. Oxfords, with tips and moccasin vamps, and a few 
plain toes. 


LASTS: 
Present types. 


HEELS : 
7/8 to 12/8. 


MATERIALS: 


1. Calf. 
2. Elks and side leathers. : 
3. Reptiles and fancy grains in combination. 


NOTE: Most of these shoes will be made in combination 
effects. 
COLORS: 
1. Two-tone effects in brown. 
2. All browns. 
3. Black. 


EVENING SLIPPERS FOR ENTIRE SEASON 


PATTERNS: 
1. Pumps, trimmed and plain. 
2. Straps including sandals. 
LASTS: 
Present types. 
HEELS: 
15/8 Louis and up. 
MATERIALS: 
1. Dyeable fabrics—moire, brocades, satins, etc. 
2. Black fabrics. 
NOTE: Appropriate leather trimmings on fabric evening 
shoes are acceptable. 


STYLES 


‘Jesse ApLErR, Vice-Chairman 





The accompanying color coordination chart, as an explanation 
of color contrasts, indicates the possibilities of extra pairage 
sales, and the better job of servicing customers, and holding 
and increasing volume, which every shoe retailer must do. 

Never have the men’s shoe manufacturers and the last 
makers given us such a beautiful variety of lasts, patterns 
and types. Never have the tanners given us such a wealth of 
colors, textures and finishes. All these lend themselves to a 
wider field of selling effort on the part of the retailer. 

Realizing that different sections of the country are in- 
fluenced by particular interpretations of style, this committee 
urges shoe retailers to adjust their merchandising to the new 
conditions, and to apply the useful data of these style recom- 
mendations as may best suit the individual store, for the in- 
nnes of sales by the most stimulating of all methods—that 
of style 

Proof that the men’s shoe business is in need of style 
stimulus was evidenced by the large attendance at the men’s 
styles committee meeting, on the part of retailers, manufac- 
turers, traveling men, last makers, and tanners. The inter- 
esting and constructive debates resulted in a program of 
recommendations calculated to prove a definite guide for re- 
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A TRIUMPH 
iN AMERICAN LEATMEBS 
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ALLURINGLY FEMININE 
... Shoes of Tandrite Calf! 


The feminine eye is attracted and the feminine pocketbook quickly opened 
by the modish appearance of shoes made of Tandrite Calf. Dainty shoes 
made all the more graceful because of the lightweight, high lustre 
Tandrite Calf used in their creation. Deep glowing ‘color and exquisite 
finish in all the smartest weights and shades . . . backed by Hubschman’s 
many years’ experience in tanning. 


Show your fastidious women customers shoes of Tandrite Calf. . . they'll 
find them alluringly feminine! 


E. HUBSCHMAN & SONS, Inc., PHILADELPHIA, PA. 


Tanners of Fine Calf Leathers 


Shoes by Wotson Shoes, Inc., Stoughton, Mass. Stock No. 58. 
Hubschman's No. 131 Swagger Brown Calf trim, Norwich Oxford. 
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PURPOSE LASTS 









PATTERNS 


HEELS 


TYPES 


LEATHER AND 
COLORS 





























1. Wide French 1. Circular oxford 1. Rubber 65 per centj1. Corded tips and |Calf, kips, kids-grains 
2. Medium round 2. Blucher 2. Leather 35 percent] plain fitting on 1. Black 
3. Medium French /|3. Higher cheeked Smaller and higher} French and cus- |2. Brown 
Regular |4. Medium English patterns heels, growing in| tom types A—Bramble 
Wear 5. Semi-Balloon 4. Wing tips—heavy demand but 7/8 |2. Heavier fitting on] _B—Bourbon 
punching on bro- and 8/8 will pre- brogues and heavy} C—Sienna 
guey types—lighter| dominate English types D—Baroda 
details on lighter 3. Tan 
types A—Natti tan 
Dress : . Plai i ‘ P . Paten 
Wear 1. Medium custom l Sone toe circular 1. Leather 1. Lightweight : Dall ie cobt 














Fall . Medium custom 
and [2 Moccasin last 
Winter |* Brosue 
Sports 
Wear 











. Wing tip. 
. Moccasin type 
. Blucher 








. Leather 
2. Composition soles 
and heels 





. Combination pat- 
terned oxfords 
2. Golf types 








. Combinations of 
grains and calf in 
browns, tans and 
blacks for street 
sports wear 

. Elks and veals for 

golf wear 

















COLOR CO-ORDINATION CHART OF MEN’S 
SHOE STYLES, FALL AND WINTER, 1931-2 











Shoes—Their Colors 








The Costume 





both in brogue 






















openings. 








of styles should incorporate a greater variety of 
New fall styles that will 
take the place of the summer sports types must be offered 
to customers for continued extra pairage selling. 
program may well be started late in August, at the end of the 
sports shoe selling season, and prior to school and college 


and custom types. 


MEN’S SHOES RETAILING FROM $6 TO $10 
In the popular priced men’s shoe group the early fall set-up 


high style 


Such a 


Attention is called under the smart wear group to the cus- 


tom brogue family in which many smart new styles in grains 















and combinations of leathers may be featured for fall. 
Attention is also directed to the custom group in which the 


tendency is decidedly towards narrower toes, with or without 














black 





Daytime | Evening 
DR GIR 65 oc Black and brown {Black 
Light gray ......<2 Tan, brown and {Brown and black 

black 

a eee Brown and tan Brown and tan 
RUE orwvoseeeoat Tans and browns |Tans and browns 
are Black and brown /|Black 
Light blues ....... Tan, brown and [Brown and black 





leather. 








FALL, WINTER, 1931-1932. MEN’S SHOES RETAILING FROM $6 TO $10 


spade extensions, trimmer heels, and lighter shades of tan 















PURPOSE LASTS 








PATTERNS 


HEELS 


TYPES 


LEATHERS AND 
COLORS 






























medium perfora- 
tions 


leather 


tendency to spade 


*|Medium round toe |Plain pattern 7/8 to 8/8, wide, Staple styles with ten-|Calf skin 
Regular | Wide French toe Straight laced mostly rubber dency to narrower|Kid skin 
Wear |Medium English Blucher toe Black 
Corrective Medium brown 
Custom English Plain pattern with|8/8-9/8, mostly Medium weight with|Black calf skin with 


strong tendency to 
lighter brown 








Medium French 
Narrow French 







Plain pattern fittings 
in preference to 


7/8-8/8 rubber 


Medium weight 
Medium or close trim 


Black calf skin 
Medium brown 













































































— perforations Natti tan 
Wear [Custom brogue Heavier fitted; wing|8/8 medium, mostly|Medium or heavy with|Calf skin 
| tips, plain toe with} leather or without spade {Grain and boarded 
saddle; straight toe calf skin 
\ with center punch Black and medium 
brown 
D) Lighter shades in 
Bh grains 
i Informal Very plainly  fitted|8/8 leather Close trim Black calf skin and 
Bi *| Rounded French or| and some small per- Light effects some patent 
! Dress medium English | forations 
Wear Formal Plain toe lace ox-|8/8 leather Extremely close trim|Patent and dull calf 
4 Medium custom fords 
| Active |Medium brogue Plain toe with saddle|Rubber soles _ Golf and outdoors Calf skins 
sane - - Leather soles with . Grains 
ports | Moccasin Moccasin spikes Heavier effects Veal 


Some oil treated 





















- 
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*Note: Spats will be worn for regular, smart, and informal wear purposes. 
ee 
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SEEN-TIFFICK SHOES 


Even in corrective footwear style is a predominating factor . . . dull, heavy, conservative 
patterns have become tiresome . . . today, women not only insist on corrective fea- 
tures . . . but demand style to the utmost . . . this happy combination is incorporated 
in SI-EN-TIFFICK SHOES. 










“You can give them ALL they want” 
smart, gay, light, airy patterns 
that fit with luxurious comfort. 


SI-EN-TIFFICK WELTS 
TO RETAIL PROFITABLY AT 


Ond Now! reflecting the price mood... 


we show 


SI-EN-TIFFICK SHOES 


In Welts from AAA to EEE 









— SEEN-TIFFICK SHOE Co 
Branch of the HC Godman Co. 


COLUMBUS, OHIO. 










To Retail Profitably at 


i‘ 
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In considering this report, the Committee on finer grades of 
men’s shoes wishes to make the following recommendations : 

In view of the fact that the Wool Institute figures show 
that 64 per cent of suitings purchased thus far have been 
either brown or gray, and in view of the fact that many 
retailers have been selling a preponderance of black shoes, 
we believe that the recommendation by the salesmen in the 
stores of wearing brown and tan shoes with gray, as well as 
brown suits will tend to stimulate the sale of brown and tan 


MEN’S SHOES RETAILING FROM $10 UP 








shoes, which we all know is decidedly to our advantage. 


The Committee is agreed that the recommended shades of 





FALL AND WINTER, 1931-1932—MEN’S SHOES RETAILING FROM $10 UP. 





brown and tan shoes witt-loek- very smart.-with.gray.suitings 
of all descriptions. This is in keeping with the recommenda- 
tions of color contrast. 

The following chart has made no reference to sport wear 
for Southern resorts. Nevertheless, your Committee wishes 
to suggest the search for new ideas in patterns, leathers and 
general effects to govern your considerations. — 

Believing that wearers of fine shoes are looking for unusual 
ideas, your Committee suggests below a consideration of bow 
pumps for strictly formal wear and high-topped button shoes 
for both street and formal wear. 

















PURPOSE LASTS PATTERNS HEELS TYPES ae gaa 
1. New, tailored; nar-|l. Longer appearing|7/8 & 8/8 Medium weights Medium brown shades 
row receding toe) vamp, straight tips|Leather predominating] Medium—heavy (bramble) 
not too pointed, yet 7 oe tips ‘ wm shades 
free from angles |3. Plain toes wit nat! 
Regular 2. Full custom me-] saddle Ox@lood (barroda 
and dium round toe brown) 
Smart |3. Medium to full Weights— : 
Wear brogue types in Medium weight 
heavy shoes _ smooth calf 
Lighter boarded 
leathers 
Small grains 
Same as 1 and 2l;'lain toes 6/8 & 7/8 !.ight weight Patent leather and 
above lumps Plain toe dull calf 
Pump lasts High top button Dance oxford Patent leather for 
Low pumps wear with dinner 
Plain toe jacket or full eve- 
Dress Cloth top ning dress; dull 
Wear High button calf for wear with 
dinner jacket only; 
patent leather 
pumps with gros- 
grain bows; patent 
leather black cloth 
top button shoes 




















of sports footwear in the fall or winter. 


Sports 
Wear 


tan. 





NoTE: It is not believed that men purchasing the finer grades of shoes will care to 





wear ordinary types 
v Nevertheless for very informal wear it is suggested that an all-over 
brown buckskin shoe or one of combined brown buckskin and brown calf will be very smart. 


Note: To offer a different idea to the wearer of spats high top button shoes are 
recommended with calf vamps, various shades of buck and cloth tops in both black and 














JUVEN 





ILE STYLES. 


Ciype K. Taytor, Chairman 





Maurice Yoskin, Vice-Chairman 


As an example oi the importance of juvenile shoes the ex- 
perience of a prominent retail merchant given before your 
committee showed that the Juvenile Department, beginning 
from practically nothing now equals in dollar value fifty 
per cent of his women’s business, this with no more stress on 
the juvenile than on other branches. So, we feel that what 
we said in our previous report, “the child is king, therefore 
let us cater to his majesty” is as true now as then. Style is 
entering the Juvenile Department more than ever and must be 
carefully considered in laying out the line. Like his elders 
the child is more and more demanding the shoe for the occa- 
sion. This is a word of caution: A comprehensive assort- 
ment of sizes and widths must be maintained since correct 
fitting remains of primary importance. The child of today 
is your adult customer of tomorow; do not store up trouble 
in the future for both your customer and yourself by improper 
fitting now. 

NOTE: The Committee has unanimously decided that the 
following schedule of sizes shall be accepted by all re- 
tailers of children’s shoes. This is a complete change 
from the old system but we are confident you will see 
the justification of it. 


NN 5 Gas ous 4b eRSs oc vost ode Sizes 2 to 5 
CIE Ripe ag seaninai nas - Sizes 5% to 8 
| SS Cee enna ae ae Sizes 8% to 12 
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WWF MRNIBEED, 665 wics ccievs ba celts Sizes 12%—3 
Misses, heels up to 8/8.......... Sizes 3% to7 


Modern Misses, heels up to 12/8. .Sizes 3% to9 


MUNI og. cose bcs iecukeinisoisre 6a Sizes 9 to2 
ge ES ee eee Sizes 2% to6 
TRONS BI6G. cocks «co bisiee's vos deere Sizes 6% to8 


NOTE: We recommend that the rubber footwear manufac- 
turers revise their schedules to conform with the new classi- 
fication. 


FOR SCHOOL AND SPORTS WEAR 


For Children (Up to Size 12) 
And Junior Misses (Sizes 12% to 3) 


PATTERNS : 


1. Oxfords (including moccasins) in plain toe and shield 

tip effects (soft toe box preferable). 
2. Straps. 
3. Ties in both closed and open throat effects. 
4. High ‘shoes depending upon locality (in sizes up to 12). 
NOTE: Do not overlook sport shoes, including the 
rubber sole numbers, particularly the sizing up of geod 
sellers that you now have, which will carry right through 
into the winter months. 

[TuRN TO PAGE 38, PLEASE] 
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OVER 25% 
GAIN 

FOR 
I93l 









Our shipments first quarter 
of 1931, more than 25% 
higher than corresponding 
period 1930. 


ie 
es 








There is but one answer to 
this - - we are supplying 


quality leather at reasonable 







prices. 









Hamel Leathers make better shoes 


L.H.HAMEL LEATHER CO. | 
ciazeo wi0 TANNERS:  sneepsxins 
Haverhill, Mass. 







NU-PROCESS 


REGISTERED 







ORIGINATORS 
AND EXCLUSIVE TANNERS 
OF NU-PROCESS LEATHER 








Boot AND SHOB RECORDER 
combining TH® SHOP RETAILER, May 2, 1931 





ere neerrnnnmnenennninn 








GREATEST FOOT HEALTH WEEK 


Tremendous Public Interest in Shoes Shown Everywhere 
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for Women 


SULEN & Co, 
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|Prevention of Foot Disorders 
Georgia Association of 
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never below 


As an effort in nation- 
wide promotion, the industry en- 
joyed last week a greater foot in- 
terest over a period of seven days 










fer; | SFassey 
Se SS SSE 

eye SE than ever before. National Foot 
Sar. Tea ealth W 

= eee eek was an outstanding 





success in all parts of the country. 
Returns in the shape ot merchant 
cooperation through advertising in 
local newspapers, circulars, radio 
broadcasts and in all the avenues of 
publicity, indicate a country aroused 
to the need of foot attention in 
springtime. 

The timing of Foot Health Week 
was particularly fortunate this 
year. It followed the early April 
spring peak of sales based on fash- 
ion appeal. It gave to those people 


who were not in the market for 
shoes during the Easter and early 
spring period, an opportunity to buy 
shoes for a definite fitting and com- 
fort service. 

We expect to see the record of 
sales for the month of April corre- 
spondingly increased by the impulse 
given to service and foot attention 
during National Foot Health Week. 

The radio was exceptionally use- 
ful this year in telling the public 
the story of foot health. Senator 
Copeland started the week with a 
national broadcast. An additional 
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HANAN a SON broadcast, that came as a surprise 


a to the trade, was given by Lowell 
‘{homas as one of the high spots of 
his national Literary Digest broad- 
cast. Mr. Thomas was in Boston at 
the time and gathered the facts from 
that great market place; and he is 
entitled to the thanks of the trade. 


To Atlanta, Ga., goes the credit 
for the largest cooperative effort. 
Two full page advertisements, run- 
ning fifty-fifty editorial text and 
merchant advertisements, indicated 

















to the State of Georgia that Na- 
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PETERS SHOE PARADE 





On the air every Thursday night over the Columbia 


Broadcasting System, 9:45 E. S. T., 
8:45 C.S.T., 7:45 M. S.T., 6:45 P. S.T. 












Youth, pep, fun and melody! 
Week after week it’s sending 
more people into retail stores 
to ask for Peters Shoes. 


Bring these customers into 
your store. You can, easily, 
if you let us help you. 

The first thing is to iden- 
tify your store as Peters Shoe 
headquarters. Display the 
special window card tie-up. 
Put up the news pictorial 
window poster. Run in your 
local newspaper, over your 
own signature, the adver- 
tisements which we'll gladly 
send you. 

We furnish this material 


free. Write to us for it today. 


With this tremendous 
force of national radio ad- 
vertising behindthem, Peters 
Diamond Brand Shoes now 
offer you the finest business- 
building opportunity in 
years. Make the most of it! 

All styles are ready for 
quick shipment. Write or 
wire at our expense for a 
salesman. 


Lf. 






G@RANCH OF 





ST. LOUIS 


Gus Haenschen 
and his interna- 
tionally famous 
orchestra 


“The Three Diamond 
Aces of Melody” 


Irene Beasley, 
rT * ¢ . “a 
‘The Dixie Diamond 
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tional Foot Health Week was an . vs 
important topic of the day for the R@di0 Broadcasts Everywhere, News and Advertising 


public. In other parts of the coun- sie mt. 
«se oli Ra ae Publicity Sweep the Country—The Recorder Acclaimed 


cial publicity and particular empha- 4 Itz National Promotion of Successful Sales Idea 
sis through window display and 
store promotion. 

In New York City, foot health 
was “on the air’ in seven special 
radio broadcasts by nationally 
known shoe organizations. The 
news hook-up was also a prominent 
feature and one store rated a col- 
umn of copy with this startling 
heading: “Feet Hurt as Spring 
Gets Warm.” 

One merchant in Ashland, Ohio, | | ‘twa emmee ack” 
went the entire distance with a se- 
ries of type advertisements appear- 
ing every day, emphasizing the posi- 
tive need of foot attention. 

Cooperation the country over by 
associations of chiropodists, carried 
the work of foot service into that 
most important branch in individual 
foot study. 








TION-WIDE FOOT 





NA 








| Stes Repair Service J35 Sere SCIEN TES 
instructed 66,000 shoe rebuilders of |“: Foose Health ‘Week 
the opportunity in this economical ] Con Mean Much to the Shee Rebuilder 
year for proper reconstruction of . a. 
shoes to retain the special features 
of the original footwear. Practical- 
ly every nationally known feature 
shoe was made more prominent by 
the co-operative benefits of the cam- 
paign. 

The timing of Foot Health Week 
was most fortunate this year be- 
cause it made possible the continu- 
ance of the foot health idea right 
up to and including May 1 and 2. 
May 1 was designated by President 
Hoover as Child Health Day and a 
special effort by all organizations 
interested in juvenile care and health 
was made in every division of life’s 
activity. Special child health foot- 
wear was featured in many stores 
in advertising, windows and store 
promotion. SHER Sem oe 

As a contribution to Foot Health ; 
Week, we received from Omaha, 
Nebraska, the following versification 
by a salesman, Fred Heitfield. 

[TURN TO PAGE 70, PLEASE] 
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just ahead 
ee « & « 


that great outdoor season of vacation and 
sport when leathers like Elko and Deerskin 
are fully appreciated in adult footwear. 


Smart—comfortable—and durable, they 
make up into the most satisfactory all 
round footwear for the great outdoors. 


NORTHWESTERN 
LEATHER 
COMPANY 
TRUST 


BOSTON 


OTHER NORTHWESTERN 
LEATHERS 
Russide Ww. Li. 
Rugby 
Kitchener 
Smooth Sides 
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Show ‘Em Something Different 




















New Styles, Not Cut Prices, the Best Bait to 


Catch Extra Men's Shoe Business in Summer 


By HARRY R. TERHUNE 


July and August are summer 
months all over the country. Good hot weather, as a rule. 
What’s going to cause men to buy shoes during that time? 

To get John B. Public to consider buying an extra pair of 
shoes then will take more of an inducement than just a sale. 
He has had sales of various sorts thrown at his head for 
nearly one solid year. The chances are he is fed up on sales. 

New shoes, either summer weights that have a distinct ton- 
nage advantage; new patterns that look cool, or leathers, 
snappy or otherwise, that feel comfortable. In fact any shoe 
entirely different from what he has been seeing that has a 
decided hot weather sales appeal, plus the element of newness, 
should stand a better chance of making extra sales than the 
usual run of shoes carried over from present stock. 

In order to make the mid-summer selling of men’s shoes 
sufficiently interesting to all concerned a certain leaven of the 
colorful and picturesque typical hot weather footwear must 
have the spotlight in the windows and the newspaper pub- 
licity. 

All indications this year point to some sweet extra pair 
business on the very light weights. One interesting story be- 
hind this type of shoe is that it originated in Detroit, being 
developed on request of the gamblers and the bootleggers. 
This gentry always wear very lightweight clothing; in fact, 
they think nothing of paying $20 to $25 for their feather- 
weight hats. Maybe they preferred the real lightweight shoes 
because they were light-fingered, or possibly because it was 
that they figured they could get away faster if they had 
ounce-weight footgear. However, possessing a dozen pairs 
of the very lightest weight shoes attainable, was indisputable 
proof that the owner was a “big shot.” “Shoes mark the man,” 
you know. 

This type of shoe was speedily introduced in Toledo, then 
Cleveland and the rest of the country. Common men in the 
ordinary walks of life, like bankers, doctors, lawyers and 
Rotary Club presidents, have shown an increasing interest in 
this type of summer shoe. They need to be told again this 
year in real convincing language of the advantages of sum- 
mer weight shoes. Furthermore, the shoes cannot be sold 
if they are not on the shelves of the merchant’s store. 

The shoe shown is a $12.50 retailer, but the type is avail- 
able in both the welt and cemented processes as low as $7.50 
at retail. Most of the sales, it is felt, will be in the higher 
brackets. All indications point to this being the one best bet 

[TURN TO PAGE 68, PLEASE] 


28 Boot AND SHOE RECORDER 
combining THs SHOp RETAILER, May 2, 1931 























x * 





FROM 18 TO 101 
PAIRS OF SHOES 
SOLD IN ONE DAY 


Nunn-Bush sales meth- 
ods have shown in stores 
throughout the country 
that a good month’s busi- 
ness can be crowded into 
one day with Ankle- 
fashioned Oxfords. This 
is proof that better shoes 
can be sold. 





Boot AND SHOB RECORDER 


. . « ANKLE-FASHIONED OXFORDS 
keep their good looks longer. 
Ankle-fashioning gives snug ankle fit 
—smoother lines, even after months 
of wear. No gapping — no slipping. 


MOST STYLES 
$850 « 


$1020 «+ $|250 






See the shoe for YOUR 

; the new 
Style Book. Nunn- 
Bash, c, 
Miboaukee, New York, 


Nunn-Bush 
Ankle-fashioned 
OXFORDS 




















combining THB SHOE RETAILER, May 2, 1931 29 











OFT 


FROM SELLING 
BETTER SHOES 

















NUNN-BUSH SALES METHODS 
PROVE THAT YOUR CUSTOMERS 
WILL BUY $10.00 AND $12.50 
SHOES WHEN THEY KNOW THE 
ADVANTAGES ANKLE-FASHIONED 
OXFORDS OFFER 4 4 


~— & 


Right in their own stores hundreds of merchants 
have been convinced that their customers prefer 
Nunn-Bush shoes when they learn of the style, 
fit and comfort advantages Ankle-fashioned 
Oxfords offer. 


The trend is not toward cheaper shoes. This 1931 
public is a canny public. It is looking for better 
quality. From actual sales, merchants are learning 
that bigger profits and more repeat business 
from satisfied customers can be built upon the 
firm foundation of Nunn-Bush superiority. 


Millions of readers of Nunn-Bush national adver- 
tising in the Saturday Evening Post, Colliers and 
other publications are learning what Ankle- 
fashioned Oxfords will do for them. Using the 
proper sales tactics, you will find them easy to sell. 


NUNN-BUSH & WELDON SHOE CO. 


MAKERS OF MEN’S FINE SHOES EXCLUSIVELY 
MILWAUKEE NEW YORK SAN FRANCISCO 


Complete Stocks At All Three Locations 








PEERLESS 





A SPECIALIZED 
LINING STOCK 


T has been 

| | our experi- 

ence in working with our customers that 
shoe manufacturers desire a different char- 


acter of leather for the lining than the 
outside. 


Many of the best features of “‘outside”’ shoe 
leather do not meet the requirements for 
lining stock. 





A firm texture is a basic lining leather re- 
quirement—for that means a flat smooth 
grain with no wrinkles to be ironed out. 





—and also a clean non-fibrous or spongy 
edge trim. 





| Yes, a perfect lining stock—is a distinctly 
a specialized proposition. 


| And the extra sales value of such a lining 
cannnot be overestimated. 


‘ion a | 
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LINING KID 
















Note these special facts about 


PEERLESS KID 
LINING 


Made in one special tannery. 
Made by one special crew of workmen. 


Made of one specially bought raw stock used 
only for PEERLESS KID LININGS. 


Tanned by a special tannage that gives a firm 


eo LINING COLORS 


—a flat smooth grain. 





—a clean non-fibrous edge trim. p ear l 
—an especially uniform run of color. COLOR 10 Gray 
From start to finish we neglect nothing that will 
assure the best and most consistently dependable CO LOR 26 — Pp archment 
quality linings. 
8 





AND ALL POPULAR 





JOHN R. EVANS & CO. PASTEL SHADES 
CAMDEN NEW JERSEY 

CINCINNATI ST. LOUIS 

MILWAUKEE. ROCHESTER 





Standardize on 


Cvanst Brand 
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Don’t Change THIS is no 


Your Standards time for shoe 
stores to 


» wobble about 
and change 
standards of footwear in the hopes 
that new customers will be made— 
through price. A store that has had 
a reputation for quality merchan- 
dise in any one or more of the 
grades has established a character 
in town known to the public as on a 
certain level of footwear and ser- 
vice. Of course, there is nothing to 
prevent that store from adding new 
levels of price, but it should watch 
very carefully any lowering in 
standards in the main line that has 
given the store its characteristic 
standing in the community. 
A store that has heretofore been 


_a fixed price store must watch with 


extreme care the quality of the 
goods now sold in that store at a 
lower fixed price level. The new 
shoes must be as good or better at 
the new price level. 

The store that has had three price 
levels and now rushes into six price 
grades needs to define each very 
carefully, very distinctly, so that 
the public expects neither more nor 
less than what would be the stand- 
ard of-quality in each characteristic 
type and price. 

Any store that has a dozen or 
more price levels had better watch 
out for the inevitable hash-like 
characteristic of the stock and of 
the store itself as the public sees it. 

No better summary of the need 
for standards has been given us 
than that by Alfred W. Donovan, 
president of E. T. Wright & Com- 
pany, as follows: 

“Prices rise and fall over many 
years, but standards of merchan- 
dise remain the same. It is not 
wise to abandon a lifetime of effort 
in wandering away from established 
grades. Any firm may extend its 
price range, but it cannot produce 
new grades for the reason that we 
have always had retail prices from 
$1.00 to $50.00. 





“All lines of shoes are classi- 
fied by both the merchants and 
their customers, so a distinct 
loss is experienced when any 
firm changes its grades, because 
it has moved out of its classifi- 
cation as the public accords it. 

“Customers will come back to cer- 
tain definite standards. A few dec- 
ades ago $6 was considered a high 
price for a pair of shoes, but 12 
years ago $6 was a comparatively 
low price. 

“The job today is for us all to 
maintain our classification grade 
and not to attempt to follow along 
with lower grades and price ranges.” 


[ ASK ME J 
ANOTHER 


—Is the present depression 
being aggravated by de- 
creased buying power? 


—Not in the aggregate. 
Whenever unemployment 
exists there is of course a 
damaged buying power. 
But, generally speaking, we 
are suffering from too much 
inactive money and credit. 


—Has the mass of people got 
much buying power left? 


—The latest count of the 
American Bankers Associa- 
tion lists 52,800,000 in- 
dividual savings accounts 
throughout the country. 

—What does that signify? 

—That people are hoarding 
money, rather than spend- 
ing it. When confidence 
replaces fear, they will spend 
again and prosperity will 
return. 














President 


Secret Service ©! PHER ex- 
in Sizes perts, attention: 


We have taken 
> from the linings 
of many shoes 
code markings of many combina- 
tions actually in use and designed to 
keep the public in total ignorance of 
shoe sizes; also to acquaint the re- 
tail clerk with the length, width and 
basic types 
Is size secrecy one of the old tra- 
ditions of the trade that has outlived 
its usefulness? No industry is more 
set in its traditional ways and be- 
cause a thing has been done it must 
be continued without change. 
Why this size secrecy? Must an 
industry continue to conceal the size 
of the customer’s foot for fear the 
knowledge thereof might frighten 
the customer away? In last week’s 
Saturday Evening Post, Captain 
Herbert O. Yardley of the U. S. 
Secret Service said: 
“Cryptography demands a type of 
mind difficult to define. We call it 
‘sipher-brains,’ but can’t describe it.” 
During the war, the U. S. Secret 
Service Department unraveled the 
famous Nauen Code, which was in 
operation between Mexico and Ger- 
many. 
Just for fun, let’s see who can dis- 
cover the size and mark meanings 
of the following: What size is 


172 3478053 


0193 7000— 
2002 239 
9915643 aC Be? 


We have discovered 157 varieties 
of code markings in shoes and the 
above are actual size markings 
taken from shoes in shoe stores in 
all parts of the country. To make 
the search interesting, we stand 
ready to send a box of cigars to 
everyone who sends in to the Editor 
a perfect score of code-interpreta- 
tions. 
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@CLUB—White Elko with black 
calf. Gristle sole. In-stock No. 4933 
Campello and St. Louis. $7 





@ STADIUM—Two tones of Elko. 
Grid gristle sole. In-stock No. 4847 


Campello and St. Louis. $8.50 





@ CLUB — Black and white Norse 
grain. Twin studs. In-stock No. 4850 
Campello only. $10 


ee. 


2 
oe 


4 





@ CLUB—Weather- proofed Russia 
calf. Twin studs. Main Spring* Arch. 
In-stock No. 3633 Campello only. $12 





@ STADIUM — White deerskin with 
black calf. Studs. Main Spring* Arch. 
In-stock No. 4645 Campello. $12 


* 
REG. U. S. PAT. OFF, 
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@ CLUB—Smok- 
ed deerskin with 
saddle. 
Twin studs. In- 


stock No. 4748 







brown 








Campello and 
$8.50 





St. Louis. 









z 


FOOT COMFORT 











the greatest need in golf 
WALK: OVER 


the greatest name in foot comfort 


1,089,578 golfers. They can’t play good golf unless their feet are com- 
fortable. Walk-Over is talking foot comfort to golfers in full page 
advertisements in leading golf publications this season. And these six 
advertised golf shoe styles are carried in stock so that every Walk-Over 
dealer can economically serve this tremendous “extra pair” market. 
There are a few open towns in which the Walk-Over franchise is 


available. Address: Geo. E. Keith Company, Campello, Brockton, Mass. 
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eens 
























THESE WHOLESALERS HAVE 


FIVE HUNDRED 


CIRCE 
Color A 2342 


Also available in 


of stripes. 


SHADOW SANDALS 


GIVEN BROTHERS SHOE CO., 
El Paso, Texas. 

GLASER SHOE COMPANY. 
San Francisco, Cali 

Cc. A. GOODNOW me co., 
Boston, Mass. 

KREIDER- CREVELING SHOE CO., 
Bostcn, Mass. 

NATH’L FISHER & CO.. 
New York City. 

NU-WAY SHOE COMPANY. 
New York City. 

GUNNERSON SHOE CO., 
Los Angeles, Calif. 

STEPHEN PUTNEY SHOE CO., 
Richmond, Va. 

CONSOLIDATED SHOE COMPANY, 
Lynchburg, Va 

HILL SHOE COMPANY, 
Philadelphia, Pa. 

PAYES SHOE COMPANY, 
Philadelphia, Pa 

COHEN-ADLER SHOE COMPANY, 
Baltimore, Md 


GRIGGS-PAXTON SHOE COMPANY, 
Roanoke, Va. 


MOSE COHEN SHOE CO., 
Nashville, Tenn 

SAM _LEVY & CO., 
Nashville. Teno 


ARONOFF SHOE COMPANY, 
Dallas, Texas. 

1. KOHLMAN COMPANY, 
New Orleans, La. 

NATIONAL SHOE COMPANY, 
Savannah, Ga. 

c. W. MARKS SHOE €O., 
Chicago, Il. 


FREEMAN-THOMPSON SHOE COMPANY, 


St. Paul, Minn 

BROWN SHOE COMPANY, 
St. Louis, Mo. 

CENTRAL SHOE COMPANY, 
St. Louis, Mo. 

WOHL SHOE COMPANY, 
St. Louis, Mo. 

CAMBRIA SHOE COMPANY, 
Johnstown, Pa. 

CROWDER-COOPER SHOE COMPANY, 

Indianapolis, Ind. 

KIPLING SHOE — 
Huntington, W. 

NEWELL & macacuente co., 
Pittsburgh, Pa. 

FARR BROS. SHOE CO., 
Allentown, Pa. 

WHITNEY-ROTH anes COMPANY, 
Cleveland, Ohio 

J. WEISS SHOE COMPANY. 
New York City. 


many solid 


colors as well as a wide variety 


ROMAN 


Color 12 


Also available in many solid 
colors as well as a wide variety 


of stripes 


ISIS 





Color A 2344 
Also available 
colors as well as a wide variety 

of stripes. 
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SOLID COLORS 
IN LINENS 
Oyster White 
Canary Yellow 
Tangerine 
Pastel Green 
Belle Fast Blue 
and 
TWELVE VARIETIES 
OF STRIPES IN 
Basque, Algerian 
and 
Trinidad effects. 


in many solid 


RAMONA 


Color 9 
Also available in many solid 

colors as well as a wide variety 
of stripes. 





SA oa wh Via 
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THOUSAND PAIRS 
of the 


SHADOW SANDAL 


ve) ©) 
4 ~ 
” pend» 


will be retailed this summer at 
ys oo Ss] 69 


WEST OF THE 
FOR WOMEN’S ROCKIES FOR CHILDREN’S 





All our style sagacity and knowledge of popular-priced appeal 
has been called into the origination of this life-saver for 
Summer profits! 


SHADOW SANDAL has been evolved to meet the peculiar 
conditions of this unusual year. SHADOW SANDAL is for 
vacation and lounging wear—it is colorful and comfortable— 
it is smart—it is ridiculously low-priced—and few women 
will be able to deny themselves a pair or two. 


This is merchandise timed to the use—timed to the public- 
purse—and timed to the merchants’ need of profit! 


And remember—it is the original SHADOW SANDAL you 
want. Every shoe is identified with this name on the sock 
The jobbers listed can supply you—or ask your own jobber; 
he will get it for you. 





CUSHMAN-HOLLIS 


COMPANY «= 
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BENSON ES rm at Odi ahs RUN OARS 






Illustrated is a typical summe- 
shoe of exceeding smartness 
... developed in pastel green 
Suva Mesh cloth combined 
with green Ascot. Just one 
of many stunning effects for 
summer. 


IT’S TIME TO THINK 
IN TERMS OF SUMMER PROFITS! 


Prepare now to take the leadership in style and value 





by taking advantage of the extensive line of Spectator- 





Sports Shoes offered by Blue Ribbon Shoemakers Inc. 





Here are shoes ideal for every summer need... devel- 


oped in the smart styles and charming colors which 
women demand...and softly feminized to meet the 


THEY modern mode. 
BUILD 
VOLUME Push these Spectator-Sports ... they have convincing 


retail points which will keep your cash register ringing 


all summer. 


**¢ IN A POPULAR PRICE RANGE @ ¢ 


Blo e Lbbon Sh oemakers ’ In C. 


Twelfth Street at Russell Blvd. 
Saint Louis 
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advertised in 
THE AMERICAN WEEKLY 


moves fast for the simple 
reason that this world’s great- 
est magazine does a real 
selling job in 5,500,000 
homes—or nearly twice as 
many as are reached by 


any other publication. 





THEAMERICAN 





Main Office: 959 Eighth Avenue, New York City 


Branch Offices: Parmorive Bupc., Caicaco . . . 5 Wintaror Sguare, Boston . . . 753 Bonnie Brak, Los ANGELES . . . 222 Monapnock Bipc., San Francisco 
11-250 Gengrat Motors Bipc., Detroit . . . 1138 Hanna Bupc., Creveranp . . . 101 Marietta St., ATLANTA . . INTERNATIONAL OrFice Bupc., St. Louis 
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OFFICIAL FALL STYLES REPORT 


[CONTINUED FROM PAGE 22] 


LEATHERS: 
Quality Group: 
1, Elk and boarded leathers in brown, camel and smoke. 
2. Patent leather. 
3. White leathers—buckskin, kid and calf (up to 12). 
4. Black boarded leather. 
Volume Group: 
1, Patent leathers. 
2. Elk type leathers. 
3. Black and brown smooth leathers. 
NOTE: Flexible soles are the only soles to use in this 
group, as they promote barefoot freedom so essential 
for the growing foot, and yet give greater service. 
For Misses (Sizes 3% to 7) 
(The Growing Girl) 
(Continuation of thé Junior Misses patterns and leathers up 
to sizes 7 with heels not to exceed 8/8ths.) 


FOR DRESS OCCASIONS 
For Children (Up to size 12) 
For Junior Misses (Sizes 11% to 3) 

PATTERNS: 

1. Straps. 

2. Ties. 

3. Gored pump effects, plain or bow-trimmed. 
LEATHERS: 

Quality Group: 

1, Patent leather. 

2. Brown leathers with newer trims (see color card). 

3. White buckskin, white calf or kid. 

4. Reptiles. 

5. Suedes. 
VOLUME GROUP: 

1. Patent leather. 

2. Brown calf, plain or trimmed. 

3. Black calf. ; 

4. New fall shades with reptile trim. 

For the Miss (Sizes 3% to 7) 

(Continuation of the Junior Misses patterns and leathers up 
to sizes 7 with heels not to exceed 8/8ths.) 

NOTE: This entire classification of misses’ size 3% to 7 

have been created mainly to take care of the miss who 

is stepping out of a sige 3 and must have the same style 

shoe carried on. Because this little girl who is about 

eight years of age requires, in many cases, sizes 3% to 6. 


MODERN MISS 


Every year further stresses the fact that children from 


eight years up insist upon the importance of styling in the 
shoes with which they are fitted. “Shoes like mother’s,” 
heels of too great height, modified toes, are points of conflict 
between parent and child, and in 75 per cent of the cases the 
child wins. To meet this condition we recommend styled 
shoes and heel heights up to 12/8ths, and toes somewhat 
modified, but to restrain so far as sible the trend in this 
directiton when it is opposed to the foot health of the younger 
child. There may be even a separate department for this 
girl with a modern attmosphere, giving her the opportunity 
to purchase shoes in these advance styles. In a general way 
patterns and leathers in this class will follow the patterns 
and leathers in the women’s shoes as set forth in the women’s 
section of this report. There will be some modifications 
making the shoes more consistent for juvenile wear while 
recognizing and not opposing the young modern idea. 
NOTE: We would suggest that you look into the possi- 


bilities in your own locality for specialty types such as 
tap dancing shoes and ballet slippers. 


JUNIOR BOYS AND BOYS 
Junior Boys (Sizes up to 2) 
Boys (Sizes 2% to 6) 

Big Boys (6% to 8) 


FOR SCHOOL AND GENERAL WEAR 


PATTERNS: 
1. Oxfords and moccasin types. 
2. Sport types with wing tip and saddle effects. 
LEATHERS: 
1. Grains or boarded leathers. 
2. Elk. 
3. Brown calf. 
4. Two-tone combinations. 
NOTE: Some high shoes, chiefly blucher types. Storm 
shoes according to locality, with moccasin types predomi- 
nating and as high as possible. 


FOR DRESS OCCASIONS 


PATTERNS: 
Oxford types (plain toes or tips). 

LEATHERS: 
Patent leather or black calf. 
NOTE: The suggestion is made if you can get into a 
school with gym or other athletic shoes you have an in- 
creased chance for regular lines. This tendency seems 
to be still further increasing. 





New Style Stimulus to Shoe Selling 


description of the costume, its reason 
for being in fashion and the reason for 
the type and color of shoe that was 
shown with it. Careful attention also 
was given to accessories, such as jewels, 
bags and hosiery. 

Miss Case, reading a cable from her 
Paris office, listed the costume colors 
for fall, as shown atthe recent Paris 
openings, as follows: Black, reddish 
brown and very dark brown, dark green, 
bright green and yellow or sage green, 
wine red, copper red and a percentage 
of purplish blue. She agreed with Mrs. 
Rorke that the brown range will be 
more important than it was last year. 

George Geuting, in a short talk on 
the men’s shoe business, made a plea 
for more style appeal in male footwear, 
and — the stressing of light- 
weight shoes which give less wear, but 


[CONTINUED FROM PAGE 15] 


more comfort, as a means of selling 
more pairs to me. He urged that much 
thought be given to methods of stim- 
ulating the sale of a greater propor- 
tion of tan and brown shoes. 

Jesse Adler, at the luncheon between 
the morning and afternoon sessions, in 
a semi-humorous vein urged more hard 
work for the shoe man, and a better 
dressing of men’s feet with appropriate 
footwear—shoes for the occasion. 

It was a rather seriously minded 
crowd that steadily milled through the 
grand ballroom of the Astor Hotel 
looking over the exhibits of the Tan- 
ner’s Council, stopping to look and ask, 
as the eye caught some new color or 
combination of materials. 

Every important line of leather from 
the members of the Tanner’s Council 
was on show. Each leather man had 


plenty of practical men, well qualified 
to answer any question put to them 
from either the manufacturers or the 
visiting shoe buyers. A very fine mer- 
chandising job was done by these leath- 
er men in marketing their products. It 
was plain that considerable thought had 
been worked out in advance, so that 
those interested in asking questions re- 
ceived pertinent answers. 

The object of these 50 exhibitors was 
to give a complete fall color picture, so 
that one interested may gain a true 
conception of the whys and wherefores. 
Like all shows, it was a case of listen- 
ing to all the tanners had to say, then 
drawing one’s own deductions. Both 
leather and shoe buyers put in some 
intense work in seriously scouting 
around, picking up a new leather here 
and working out some new combination. 
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VIOLET RAY 
Summer Shoes 
“They let 

the Sunshine In” 
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Seldom, if ever, has the shoe industry brought 
out such a tonic to summer business as the 
Violet Ray idea. Wherever the season has 
opened, retailers are reporting a demand that 
is an unmistakable sign of the avalanche of 
demand to come as the season advances. 


And why not! Here is a sandal that is really 
smart—light, airy, cool, comfortable—in an 


array of colorful, intricate, distinctive, woven 


patterns—the first footwear ever to achieve 
perfect harmony with summer clothes. The 
netting of leather lets the foot breathe. Muscles 
have full play. Fitting qualities are on a par 
with other shoes. Health can well be the 
fashion in such footwear. 


We anticipated the tremendous demand that 
has developed and are prepared to take care of 
orders. Violet Ray Shoes are at present in 
stock—in quantities. 


Nears Sad) Goungarna, 


SAINT LOUIS 


Manufacturers of shoes for everybody for every occasion, in- 
cluding BROWNbilt Shoes for men, BROWNbilt Shoes for 
women and Buster Brown Shoes for boys and girls. 
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See next 
two pages for 
illustrations 


and 


descriptions 





I 


BROWNDbilt 


a 
Violet Ray wr. 
Women’s White Kip Three-Eye. Tie, Patent 


Lacing, 2%-inch Covered Heel, Imitation 
Turn, Society Last. A 4-8, B 3-8, C 


S U m m ]} r S h @) ]} s sees in Sea Sand Kip, Brown Calf 


is They let \ 
the 


Ml 


Sunshine . 


T617—“Brownbilt” 

Women’s Astrakhan Calf Center Buckle 
Strap, Brown and White Lacing, 1%-inch 
Covered Heel, Imitation Turn, Elite Last. 
AA 5-8, A 4-8, B 3-8, C 214-8 $3.15. 
T618—Same in White Kip, Beige and White 
Lacing. 


or Men, too! 


T615—“Brownbilt” 
Women’s Sea Sand Kid Pump, Brown and 
White Lacing, 2%-inch Covered Heel, Imi- 
tation Turn, Doris Last. AA 5-8, A 4-8, 
E514—“Brownbilt” B 8-8, C 2168. .vccccccccccccccccccs Geel 
Men’s “Foot-Breezers” Lace Oxford, Smoked 
Elk, Black Calf Trim, Foot-Breathing Insole, 
Single Sole, 1-inch Rubber Heel, Welt, 
Majestic B/C Combination Last. B 64-11, 


E516—Same in Smoked Elk, Tan Calf Trim- 


ming. 
Women’s White Russia Side Buckle Sandal, 


\\\"!/ 


Drow Daoe Bownigasnny, tation Turn, Ginger Last. A 4-8, B 3-8, 


CO BBs cccseivccvccessvccedcsdvccs $2.65. 
Manufacturers Saint Louis T420—Same in Beige, Brown Lacing. 


T421—“Brownbilt” 
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T419—“Brownbilt” 
Women’s Patent Cut-Out Side Buckle San- 
dal, 1%-inch Covered Heel, Imitation Turn, 
Ginger Last. A 4-8, B 3-8, C 244-8...$2.65 










W246—“Brownbilt” 
Misses’ White Side Center Buckle Sandal, 
Patent Lacing, %-inch Rubber Heel, Imi- 
tation Turn, Ballie Last. C, D 1114-2. .$1.75 
Child’s, Same, 14-inch Rubber Heel, Foot- 


shaping No. 46 Last. D 84-11......$1.60 
W245—Same in Sea Sand Side, Brown Calf 
Lacing. 














7T133—“Brownbilt” 

Girls’ White Side Buckle Sandal, Patent 
Leather Lacing, 13,-inch Covered Heel, Imi- 
tation Turn, Saucy Last. C, D 214-8. .$2.35 
7T132—Same in Sea Sand Side, Brown Calf 
Lacing. 





G507—“Brownbilt” 

Wemen’s Putty Beige Calf Blucher Oxford, 
Brown and White Calf Lacing, Natural 
Rubber Sole and Heel, Welt, Health No. 4 
Last. AA 4-8, A 314-8, B 3-8, C 244-8. .$3.15 
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G953—“Brownbilt” 
Girls’ Sea Sand Ivory Blucher Oxford, Sea 
Sand Calf Lacing, Natural Rubber Sole and 
Heel, Welt, Health No. 4 Last. AA 4-8, 


A 314-8, B 3-8, C 216-8.....ceeeeees $2.65 
Misses’ Same, Footshaping Health No. 3 
Tame By Cy OF Beebe ccc ccccicecccis $2.35 


L391—“Brownwelt” 
Child’s Patent Sandal, Moccasin Sole, Spring 
Heel, Stitchdown, Footshaping No. 25 Last. 


WP Ge cdcnccccvendssacecceckeucecees $1.35 
Infants’ Same, No Heel, Bo-Peep Last. 
BiBGicciccvccccccccesvecs édeuccences $1.00 


L392—Same in White Cabretta. 
L393—Same in Suntan Cabretta. 


i) 


h! 


What a tonic to 
Summer Business 


Mh 


Drew Sroe Gowngarny 


Saint Louis 
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Complete Distribution 


In every shoe manufacturing center : Tins oe 
we are equipped to handle with de- 

spatch regular, or emergency, needs of 

the shoe manufacturer. With a manu- 

facturing background of nearly one 

hundred years assured and guaranteed 
quality have been made possible; now 
with the United Shoe Machinery Cor- 
poration as selling agent immediate 
contacts can be made rounding out 


more fully our large organization. 











overvit LWLwe Mis 


\ 


SECTION OF 
CARDING ROOM 


We maintain our high quality standard 
and uniformity due in a great measure 
to control of all details from the raw 
to finished product. For every grade— 
for every type—of shoe we supply you 
the lace. 











THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 
of the lace itself which has 
been impregnated with our 


| 
é 
IN 
bh 
p 
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Tips may be either fabric, met- 
al or celluloid. We recom- 
mend the recently perfected 
JOSCO FABRIC TIP. 


Jast the lace in ordinary use. 


Shoe Lace Company, Ltd. 


(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 


SELLING AGENT 


UNITED SHOE MACHINERY CORP., BOSTON, MASS. 





own exclusive solution to give 
it the proper rigidity and en- 
durance. We guarantee the 
JOSCO FABRIC TIP to out- 
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_-ASTAR BRAND SHOE 


The “Spider” 
This pattern comes four ways, Natural Tosca 
Cloth, Sea Sand Kid, White, and Dull Black 
Kid, each with complementary trimming. 
Widths AA to C. Average cost, $3.2714. 


POPULAR STYLES 


at a 


POPULAR PRICE 
; 


Just think of it! There are eighty-odd up- 
to-the-minute styles in Fashion Fair shoes, 
showing an average mark-up of more than 


38% when sold “across the board” at the 
ever-popular price of five dollars. 


This is a striking example of the completeness 
of each of the different groups of specialties 
that make up the great “Star Brand” line. 


ROBERTS. JOHNSON § RAND 


ranch of international Shoe 


St. Louis, Mo. 
‘* STAR BRAND SHOES ARE BETTE R ”’ 
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GOODYEAR WELTS 
AND McKAYS 


for children—misses—and junior misses 


PRE WELTS 
for the little tots 


REAL VALUE 
LOW PRICE 
SMART STYLING 


These are the outstanding features of the 
new fall sample line which will be ready May 15th. 
The line will include Goodyear Welts and McKays in 


all size ranges from children’s to junior misses at 


A STYLE FROM THE NEW FALL LINE prices which assure profitable retailing at $4.00 and 
Goodyear Welt Calf Junior Misses Blucher Oxford in contrasting under. The line also shows Puritan Welts of unusual 
leather treatment—whippet et a and saddle—Leaf value for infants and children. 

Brown underlay and tongue—12 Drop us a line, and we will arrange to show you the 


CAN BE PROFITABLY RETAILED AT $4.00 complete line. 


EBY SHOE CO: INC 


EPHRATA, PA. 














WHITE IS SMART 
THIS SEASON 


TRADE-MARK 


White and White Patent woven leather sandals in 
stock for immediate delivery, branded and un- 
branded. Best quality leather and workmanship. 
Many beautiful patterns, with and without front 
strap. AAA to C, sizes 3 to 8. 


Prices to retail in all the popular ranges. 


Same styles in Natural and Beige, and in All Tan and 
Tan with Brown or White. 


Increase your Men’s Shoe business by featuring 
DEAUVILLE SANDAL OXFORDS for Men—cool and 
comfortable with stitch down or molded sole, in all Tan 


and All Brown, finest quality leather, B. C. and D. Widths 
—Sizes 6 to 11, 
Order NOW! 


GOLO SLIPPER CO. 


129 Duane St. New York City 


MEN’S OXFORDS 
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LAIRD 
SCHOBER 


AND 
COMPANY 








Open work Banded Oxford. 
Made of prime white buck- 
skin with tan calf trim. 
Goodyear Welt. Offered in 
various heel heights as well 
as Spring heel effects. Style 
310 Rajah Sole. 


NEW 
RAJAH SPECIAL 
SOLES 

ae 
ARE LIGHT AND 


FLEXIBLE 
e 
HOLD THE STITCHES 
FIRMLY 
e 
DO NOT HEAT 
THE FEET 
® 
ARE 
NON-SPREADING 
NON-CURLING 
@ 
LONG WEARING 
* 
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find that the 


NON-CURLING 
NON-SPREADING 


characteristic of the 


NEW RAJAH SOLE 


provide the standards of excel- 
lence which their customers have 
learned to expect in footwear that 
delivers “the luxury of ultimate 
economy.” - 


ALFRED HALE RUBBER CO 


NORTH QUINCY, MASS. 
ESTABLISHED 1837 





AL: B 
SN Nal OG 


offers you the 
MOST COMPLETE MERCHANDISING PLAN 
for retailing a full line of 


WOMEN’S FEATURE SHOES AT 8&5 to $6 
MEN’S FEATURE SHOES AT $5 to $6 
JUVENILE FEATURE SHOES AT $3 to $4 


In addition to a full line of samples, the Natural Bridge salesmen are now on 
the road with the complete particulars of the most comprehensive and profitable 
agency plan ever offered the retailer. 

This plan rounds out the long experience of Natural Bridge Shoemakers in 
producing exceptional, popular-priced shoes for men, women and children. It 
extends the efforts and resources of the entire factory organization to help you 
sell good shoes at a fair price—at a profit. 

Good shoes—there can be no question about that—coupled to sound merchan- 
dising must produce profitable business for you and for us. In the past several 
years, while the plan was being built, this certainty of success has been con- 
clusively demonstrated to hundreds of merchants. 


Now we want to show you what Natural Bridge retailing means. 


If you will write or wire, we will instruct our nearest salesman to acquaint you 
with the full particulars, and show you the full family line. 


* * 
NATURAL BRIDGE SHOEMAKERS 
Division of Craddock-Terry Co. 


LYNCHBURG * VIRGINIA 


New England Distributors—MclIntosh Co., Springfield, Mass. 


Pacific Coast Branches 
CRADDOCK-TERRY COMPANY 
San Francisco, Cal. Portland, Ore. 
New York Office—Marbridge Building Chicago Office—Republic Building 


eC 
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BRIEF 
FACTS 


* 


Complete line of feature 
shoes for men, women and 
children. 
RETAILING $3 to $6 


* 


Constant national demand 
through radio broadcasting 
and newspaper advertising. 


* 


Nearly ‘two hundred styles 
constantly in stock at 
nation wide distribution 


centers. 


* 


AAAA to EEEE 
and a full range of sizes. 


* 


a 
Invaluable buying and selling 


information based on actual 
performance. 


* 


Display materials in great 
variety—including out-door 
signs, neon signs, counter and 
window displays, and 
decalcomania door signs. 


* 


Advertising helps in the form 
of complete newspaper mats, 
shoe mats, folders and 
letters. 


* 


SALESMEN ARE NOW 
COVERING THE ENTIRE 
COUNTRY 


A wire or letter will summon 
one to explain the 


NATURAL BRIDGE 
AGENCY PLAN 


* 


You cannot afford to 
overlook it 


47 






























































































GOOD TO THE FOOT 
GOOD TO THE EYE 
GOOD TO THE 
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Trend of the Hosiery Market 


Warm, Mauvish Casts Foreshadowed for Fall; 
Grayish Browns Also Have Place in Autumn 
Fashion Picture 


New fall hosiery colors will not 
be sampled to any great extent for another month 
or so, but considerable thought and research work 
is being done in the mills along color lines. Influ- 
ences that will work toward the shaping of the gen- 
eral color trend for fall already are fairly well known. 
On the basis of the fall woolen colors already an- 
nounced by the Textile Color Card Association and 
shown by leading fashion woolen houses, it is evident 
that the deep, rich, ruddy browns, rusts and reds are 
to play a big part in fall costumes, particularly coats. 
In general, this indicates a ruddy or mauvish cast in 
hose, rather than a yellowish or pinkish cast. The 
fact, also, that many of the new fall browns in woolens 
carry a grayish overcast places the gray beige tones 
in hosiery in the fashion limelight. 

Gray, which is reach- 
ing a higher volume than 
usual this spring, is not 
expected to carry over 
into fall to any extent, 
but may extend its influ- 
ence into a range of 
grayish brown hosiery to 
blend with the gray and 
brown combinations into 
costumes and to the gray 
overcasts in brown wool- 
ens referred to in the 
preceding paragraph. A 
grayish metallic cast to 
brown stocking may be 
expected as a correct ac- 
companiment to the new 
shoe color known as 
“Oxyde,” a member of 
the graphite family—a 
gunmetal with a brown- 
ish cast. 

The dark neutral tones 
also will have a place in 
the fall hosiery color 
scheme, as black is ex- 
pected to account for at 
least 50 per cent of the 
costumes. 


eve 
peceees 
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This new waffle-like mesh, known as “Bas- 
ket-Weave” has been designed especially 
to go with the cross-hatch fabrics in gar- 
Courtesy, Clarke W. Tobin, Inc. 


In this day of reduced incomes and general ten- 
dencies toward more economy, women are definitely 
demanding more wear in their hosiery. This has led 
to an increased demand for the heavier weights of 
hosiery at the expense of the extremely sheer weights. 
The tendency is not toward coarser hosiery, particu- 
larly, but rather toward heavier constructions. Thus 
we find a greater demand for seven- and eight-thread 
hosiery than was the case a year or two ago. The 
plain fact is that more and more women are wearing 
semi-service weight hosiery for ordinary house and 
street wear, and reserving the wearing of sheer hose 
for strictly dress occasions. The ultimate result of 
this tendency, of course, will be to reduce the pairage, 
and this already has shown up in the reports of 
hosiery departments that keep their figures in num- 
bers of pairs. 

The influence of the 
surface appearance or 
weave of fabrics on hos- 
iery has been aptly dem- 
onstrated by the popular- 
ity of dull finished hose 
to accompany dull fin- 
ished fabrics in women’s 
garments. What will be 
the next development 
along this line? In look- 
ing over the extremely 
rough bouclé type of fab- 
rics being shown for fall, 
and the other rough 
weaves which _ show 
broken plaid and waffle- 
like surfaces, not by con- 
trast of color so much as 
by the weave we foresee 
a tendency, particularly 
for sports wear to ap- 
proximate this rough 
surface in stockings. 
Meshes and nets supply 
some of this demand, but 
the use of wool, wool 
and silk, and cotton and 
silk mixture yatns in 


6 6 
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UVAS 


IN STOCK 


sell on sight 


Suva cloth is the smartest material for 





summer footwear. It was a high light 
of Florida’s winter season. A cool 
durable open-work fabric—it meets 
with an immediate acceptance the 


minute you show it to your trade. 


SU-ZETTE—No. 2400. atural La Suva vamp and 

closed Suva tip. toxing and seat Perforated parchment kid mi Ay 

75 last. 15%/8 an heel. ° e P e e 

Ne, _ Same 7" Pan in White Suva with perforated white kid Here available in combination with 
pping. 


fine shoemaking at a popular price. 


Order now. 


WOLFF-TOBER SHOE MFG. CO. 


2511 SULLIVAN AVENUE 
ST. LOUIS MISSOURI 





S$U-ZETTE—No. Natural 5 soe Suva vamp and quarte SIZES 
closed Suva Up, ones and heel. Perforated parchment kid strip: 

ping. Al last, 20/8 Spanish heel. 

No. 2301. deme as above in White Suva with perforated white kid 
stripping. 


An extra charge of 15 cents per pair will 
be made on all orders less than 6 pairs. 











SU-ANN—No. 2200. Natural open Suva vamp and quarter 
closed Suva tip, foxing and heel. Perforated parchment kid strip- 
. 77 last, 20/8 Spanish hee 1. 
2201. Same as above in White Suva with perforated white kid 
stripping. 


$385... 


Net 30 days 


Fai ae | | 


ca mn 


7 
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This new type of miniature or hid- 

den hee! which shows only slightly 

above the shoe top is rapidly be- 

coming popular. From Trojan 
Hosiery Mills. 


flecked and overcast effects also is foreshadowed. 
There is almost certain to be a strong develop- 
ment along this line—novelty hose in tweed and 
rough-looking effects that will appeal to the 
woman who wants to carry out her entire cos- 
tume in this spirit. Some of these new ideas in 
fancy woolen hose already are being shown, 
and others are on the way. 


Incidentally, the continuation 
of rough fabrics in the fashion will help to keep dull 
finished silk hose in the picture. However, from one 
source we learn that satin is likely to stage a come- 
back. If that development materializes, lustre, or at 
least semi-lustre, hose will be called for as the correct 
accompaniment to the satin gown. It is a style trend 
that will bear close watching. 

“Miniature,” “disappearing” and “hidden” are only 
a few of the many names given the new extremely 
narrow and low heel that has been rather widely de- 
veloped in the last month in the hosiery trade. The 
tendency to get away from reinforcements which are 


conspicuous is fostered by the vogue for the sandal 
type of shoe. The sole reinforcement in many lines 
of hosiery has been narrowed so as not to show when 
worn with the deeply cut-out sandals. In fact, on 
some stockings the sole reinforcement has been en- 
tirely eliminated, and the toe reinforcement has 
been brought down to minimum size. Chief interest, 
however, centers in the new low heel, which in some 
quarters is expected to ultimately replace the curved 
French heel, which has held the market for several 
months and which itself replaced the older block or 
square heel. This development does not look prom- 
ising for the introduction of fancy heels in the near 
future. 

Lace welts continue to grow 
in popularity and many are the 
new designs that have been in- 
troduced recently. The growth © 
of lage welts is akin to that of 
picot tops a few years ago. 

(TURN TO PAGE 70, PLEASE) 


Leo Propper invented this 
extra picot-top tuck to 
which the garters are fast- 


ened. It has been applied 
to certain numbers in both 
the Propper and McCallum 
lines. 
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NEW AUTUMN 
COLORS 


Kafforite Tolco 
No. . No. 
K317 Prado Brown T425 
K324 Mooresque T406 
K308 New Admiralty Blue T408 
‘K316 Leaf Brown T426 
K309 Paddock Green T409 
K327 Chanel Brown T441 
K328 Marcasite T442 
K307 Cinnabar T407 
Embossed Calf Grains also come 
in above shades 
































LACE CALF 


~ 
~ iis 


~ 


No. A495—Made of Sea Sand Kafforite 
with Indies Brown Kafforite trim—by 
Carlisle Shoe Company 
Carlisle, Pa. 








Smart Jacket Suits 


add a pleasing style effect to the “summer scenery’’—and with the 
mode of the trimmed hat there is a natural demand for a dressier 
shoe than spectator sport types, but for informal use. 


KAFFORITE Glace Calf gives to this type of footwear an added 
style appeal because of its rich lustre tone, and fineness of grain 
with tight break. Its mellowness and light weight add the essentials 
of comfort in the wear, keeping your customer satisfied and pleased 
with her purchase. 


She will appreciate the durability of her KAFFORITE-made shoes, 
especially so when a mere dab of cream instantly restores their 
original lustre—without the ‘‘fade-out” that she encounters in shoes 
made of less durable materials. 


The one-eyelet tie illustrated, made by the Carlisle Shoe Company, 
shows the effective contrast of Indies Brown against Sea Sand. 
The leather heel adds smartness and harmonizes with the trim. 


Our color swatches will aid you in 
detailing your best numbers. 


GIRARD 
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News and Views 
of Hose 


Nets and Meshes 


\ HILE the various versions of mesh and net 
hose are enjoying good consumer acceptance 
at present, there is a sharp diversion of opinion re- 
garding their popularity in the fall. It is one of the 
subjects of seemingly endless discussion, both in re- 
tail and manufacturing circles. The fact is, that 
much of the opposition to meshes and nets in manu- 
facturing circles comes from sources unable to produce 
this variety of stocking. Hence the disparaging re- 
marks. It is apparent that meshes and nets are being 
“hurt” to some extent by the introduction of ex- 
tremely low-priced numbers, particularly in circular 
knit merchandise. Such a development was to be 
expected when net stockings began attracting atten- 
tion again last winter. The wonder is that the cheap- 
ening process has not been even greater than it has. 

However, there remains the fact that the rough, 
nubby and waffle-like weaves are to be popular in 
dress and coat woolens next fall, particularly in sports 
garments, and this trend undoubtedly calls for a con- 
tinuation of the popularity of meshes and nets. Al- 
ready domestic producers of nets and importers are 
working up their fall sample lines, paying particular 
attention to tweed effects in mesh weaves in mixtures 
of wool and silk and cotton and silk. The latter 
mixture is based on the idea that while many women 
will want a rough tweedy looking stocking, their 
aversion to wool or wool mixtures will be so strong 
that a substitute must be offered them. 

There is relatively little equipment in this country 
for the manufacture of jacquard mesh or net hose. 
Plain meshes can be made by means of picot edge 
attachments, but the more complicated designs are 
produced on jacquard machines. Machinery pro- 
ducers report that comparatively little new jacquard 
attachments have been bought by knitting mills and 

little is on order. This, apparently, 
indicates that an over production of 
high-grade meshes and nets is not 
likely for some months to come, at 


least. 
e 


Lengths 
HE question of proper 
lengths for women’s 
stockings again has become 
a subject of live discussion 


in retail and manufactur- 

ing circles. Retailers de- 

clare that with the advent 

of new types of corsets, 

many of which are longer 

than women have been 

wearing, the problem of fitting a stocking length that 
will give real comfort and wear to the consumer has 
again asserted itself. At a recent group meeting of 
hosiery buyers in New York, this topic was one of 
lengthy and general discussion. It was agreed that it 
is impossible to satisfy the average clientele of the 
average store with one or even two lengths of stock- 
ings. The most logical suggestion that came out of 
the meeting was that of having each three pair box 
contain three different lengths of stockings, say, 27, 
28 and 29 inches in length. In addition to this one 
buyer stated that she has had success in stocking a 34- 
inch hose in two weights and four colors, to satisfy 
her extra-length customer. The point was aptly made 
that many women wear stockings that are too long 
and double them over, hooking the garters into the 
fabric below the hem and thus starting runs more 
quickly than would be the case if they wore a shorter 
stocking. It was agreed that much work is needed 
along the line of educating salesgirls to recommend 
the proper length stocking to the customer and 
among customers, through advertising, to educate 
them to the wearing of hose of the proper length. 


OHN NASH McCULLAUGH, who for nine 

years has occupied the*position of managing direc- 
tor of the National Association of Hosiery and 
Underwear Manufacturers, on May 1 became general 
manager of the Berkshire Knitting Mills, Reading, 
Pa., the largest producers of full-fashioned hosiery im 
the world. 


FFICERS elected at the annual convention of the 
National Association of Hosiery and Underwear 
Manufacturers in Philadelphia, April 16, were: 
President, William Meyer, Apex Hosiery Com- 
pany, Philadelphia; First vice-president, George F. 
Dickson, Minneapolis Knitting Works, Minneapolis, 
Minn. ; Second vice-president, R. C. Aycock, Aycock 
Hosiery Mills, South Pittsburg, Tenn. 
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ECONOMY 


WOOD | HEEL a The UMC United Wood Heel Blocks offer 
BLOCKS Shoe Manufacturers and Wood Heel Coverers TWO 



































important economies. 























i Blocks of the highest Style and Quality at 


the lowest price. 





























2 | Freedom from the great economic waste of 


overstocks. 





























UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 




















WOOD HEEL 
™ BLOCKS 


Boot AND SHOE RECORDER 
combining THE SHOB RETAILER, May 2, 1931 






















Sandals 


if Beach and Locker Clogs: 
All wood, high and low heel. 


Colors: Red, Green, Yellow, 
Ivory and Blue. 


Available for Children, Misses, 
Women and Men. 





Available from stock, for immedi- 
ate delivery. 


Be Prepared and Order Now. ) 























Beach and Locker 


Sanshu De Luxe 


Soft, springy, flexible sponge rubber with wide 
instep webbing, Toe straps and heel strap. This 
is the finest, most comfortable and most prac- 


ticable beach and locker Clog on the market. 
Now being sold by leading Stores. 


WOMEN’S Sizes 1 to 8—Colors: Red, Green 
and Black 


MEN’S Sizes 5 to 11—Colors: Red and Green 
SANSHU JUNIOR Similar but in a lower price 


range. 


GOLO SLIPPER CO. 


129 Duane St. New York City 
























DIRECTORY OF 


Shoe Manufacturers 


| Flexible Leather Binding, Fits Vest Pocket 
(2% x51) 


MORE CHANGES THAN EVER 


$2.00 2: 


ORDER TODAY 





AMERICAN SHOEMAKING 
683 ATLANTIC AVENUE 


Tel. Liberty 0190 BOSTON, MASS. | 
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| B'WAY. 4176 ST} 


NEW YORK 
. Accommodations for 1000 Guests 


EVERY ROOM WITH 
A BATH and RADIO 
1 ana on 





RATES for Room and Bath 


$9.50 $4.00 


Weekly Rates, Room & Bath 
from $41 3-50 up 


A new, modern, luxurious 
hotel. 10 minutes from 
Times Square. 








500 CAR GARAGE ADJOINING 





Cut out this ad and on your 
next visit to New York 
present it to the registration 
clerk and receive a fegular 
$3 room and bath for $2.50. 


tad 


D.W. STEWART, Manager 
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RED GOOSE te new 


RADIO 
CHARACTER 


Rides gallantly into the hearts 
of childhood 


Dealers: This outstanding new radio 

program, containing all the thrills of 
the great Wild West, offers an un- 
usual opportunity for profitable local 
tie-ups. Details here. 











LIST OF RADIO 
STATIONS 


BRUNO dais 6b deveceesees 

‘Aahevilie eecccceesecs NC 
Bay Cy ccccccecves WBCM 
Birmingham.......... - 
Buffalo 





















MOG CMO 2... ccccces 





























AN, alive, if there’s a bit of boy This program will be broadcast nation- | ald papal eae wowe 

left in you, your heart will dance wide — week after week — froma Indianapolis......... WrBM 

like a moccasined foot to the throb of powerful chain of 52 Columbia Keonvilie.’... NOX 
tom-toms at the thrills of this new Red _ stations. Memphis <..sccc0c0: ‘WREC 
Goose radio program. Red Goose Radio window cards and nN be WISN 
Galloping hoofs! War whoops! _ streamers are ready for your windows. ane. eee 
Shots! Cries! The great Wild West is Free mats for newspaper ads featuring i A gag ve eeeee es WDSU 
alive again! Red Goose, the valiant son Red Goose Shoes, and tying in with Oil City 22222 WBWw 
of Red Eagle, is an Indian every boy _ the radio program, are ready. Omaha-Council Blufis’ ROL, 
and girl will love. Red Goose becomes Make your store the Sign of the Philadelphia. .' 22...) Weng 
a living, exciting being to every ladand Red Goose to every boy and girl who gael tings 
lass that listens to a radio. follows the son of Red Eagle through Sait Lane Clos... ee 
No less thrilling to youth will be the the most exciting adventures. Here’s a | antl tne am eeees eK PRC 
thought of wearing Red Goose Shoes, harvest of sales for you. Write at once | Seattle ooo itll, KOL 
the all-leather shoes, worthy of the most for free Red Goose dealer helps and | Spokane.........: oo eS 
exacting Indian traditions. advertising material. | Pacome-. NI 
Tampa ....... +» WDAE 

Waterloo ...ccccccccrss WMT 





Wichita ...cccccccceese KFH 


WOMMOOR cc cesecceese WNAX 

Youngstown ........«. WKBN 

These stations start to broad- 
N 15 


cast as follows: May 15 — 


‘half the fun of having feet’’ Topekay WiBWs jone’19 — 


Little Rock, KLRA. As soon 






as time is svailable the follow 
Pa ing stations also will broadcast 
FRIEDMAN-SHELBY Red. Goose Adventures: Cleve: 
and, W ; Toledo, WSPD; 

BRANCH Washington, WMAL. 




























INTERNATIONAL SHOE CO., ST. LOUIS, MO. SSS 
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MADE IN THE UL: S.A. 
PRICE . $7.85 


Straps and Oxfords, all 
white, white and black, nat- 
ural and brown, combina- 
AA-C widths, sizes 
2% to 9. 


Same in 3 Eyelet Oxfords 


J. WEISS SHOE CO. 


137 Duane Street 


l 


tions. 


New York City 








= 


BEST VALUES 
LATEST NOVELTIES 
Retail from 


$3 to $6 


Patent Lea and Kaffir Kid 
White and Sea Sand Kid 


Lazarus Fried & Sons, Inc. 
120 DUANE STREET NEW YORK 


al 











Outstanding Values i in Sport Oxfords 


Women’s White Bik, trimmed 
with Hubschman’s Full Grain 
Black Calf, 12/8 solid Lea- 
Te Heel with Sport Rubber 

ift _ B to D. 
Siaes 2% to 8. 


Same as above in Misses’ 
sizes. Price $2.25 


660 — Women’s, as above, 
Camel Bik, Dark Tan Calf 
Trimming. + ane A to 
Sizes 2% to 

Same as above in Misses’ 

J sizes. Price $2.25. 
These Sport Owfords are ine with Essex Realite Soles. 
Samples submitted prepaid. 


POWELL & CAMPBELL 


122 Duane Street, New York City Established 1879 











HIGH GRADE UNBRANDED 
“COMPO” ALL LEATHER SHOES 


A new, modern, scientific 
method of Shoe Making— 
Eliminating tacks, staples, 
nails and stitches, which as- 
sures better fit, longer wear, 
smarter appearance and fault- ~ 
less flexibility. 
: ; Seamless Pumps, 20/8 Louis Heel 

7 “o's rh o 1515 Patent . $3.25 

Regent Pumps, 16/8 Louis Heel Many Other Styles—Write for 

S575 Patent 00<0cacec sees $3.25 Illustrated Catalog 


MORSE @ ROGERS 


N. Y. Branch, International Shoe Co., Inc., Duane and Hudson Sts. 





| 
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we 
a 


The progressive 
merchant of today 
keeps findings in 
stock, He knows 
that they are profit 
builders. They 
give an extra kick 
to the sales figures, 
and, in times of 
slow business, may 
mean black instead 
of red on the bal- 
ance sheet. 

An investment of 


a en 
lll a 


v7 


wl 


Maurice Blog 


$200 or less is enough to purchase a complete 


We Challenge Comparison with 
Any Other Shoes in the Country 
at These Prices 


139. 
Watersnake 
heel. 
1392—Same, baby heel, 15/8. 
1381 — Same, Kaffa Kid, 
Watersnake trimming, 20/8 
heel. 

1371—Sea Sand kid, Water- 
snake trimming to match, 20/8 


1378—-Seme, baby heel, 15/8. 

—— As Neat as a Brooklyn Shoe 

LEVEY BROTHERS SHOE COMPANY 
145 Duane St New York City 


cutout opera, 
20/8 


1 — Pat. 
trimming, 





IMPORTED BEACH SANDAL 


No. 5080 All White Kip. 
No. 5081 Natural Kip. 
Sizes 3-8 only C width. 


MADE BY 


PRICE $2.25 ADE 1 


B. Friedman 
Shoe Co., Inc. 


109 Reade St. 
New York City 


| Right Shoes on Jime 
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MORK A 


for the 
Merchant 


line of findings. The usual mark up is 100%. 
Turnover runs as high as 25 times a year. 
Imagine the profit possibilities. 

There are no losses due to changing styles, 
and the demand is active, twelve months in 
the year. 

The Blog Shoe Finding Company, 147 Duane 
Street, New York City, occupies a position of 
importance in the shoe trade. The firm is still 
maintaining the policy begun by Mr. Blog in 
April, 1906, a policy devoted to the. merchan- 
dising welfare of shoe merchants. 


BLOG’S 


CAMP MOCCASINS 
IN STOCK 


Black and Brown extra h 

Men’s sizes 6 to 11.....5.. eertestttts tien ee 

Boys’ sizes 24% to BYz..ccccscccccccscccces eccee 2.35 

Youths’ sizes 12 to Z..ccccesecccccccece eocccce 2.20 
Send for Samples 


BLOG SHOE CO., Inc. padé? st. 


RKET 







= Shank 1 Straps in Beige and 


Grey Genuine Watersnake 


No. 9006. Beige Snake, 1 Strap, 
Open Shank, Medium Toe, 
20/8 Sp. Heel. eeddeceteee $4.85 


No. Sor Grey Snake as No. 
9006 $4.85 





No. 900 eaccccdvcecesces 
— Beige Snake Regent, 
20/8 Sp. Heel, AA-C.....$4.85 


9010 — Beige Snake Oxford, 
16/8 Cuban Heel, AA-C.. . $4.85 























|For the 
WOMAN 


at 









the 


wheel 











Sizes: Cuban, Spike and Spanish 
Colors: Black Patent, and Brown Leather 
Boxed in pairs: $7.00 per dozen pairs 


Samples submitted upon request 


LYONS & COMPANY 
122 Duane Street, New York, N. Y. 


SPECIALIZING IN SHOE STORE NOVELTIES 
































A Real “Crescent Winner” 


Goodyear Welt construction — 

Genuine Rajah Gristle Sole 12/8 

Leather heel—rubber lifts. 

All in Stock—Immediate 

livery—A, B and C widths. 

3016—Smoke Elk trimmed with 
Field Mouse 


3017—Camel Elk trimmed with 
Brown Calf 














De- 













3018—Pigo trimmed with Field 
Mouse 


3019—White trimmed with Gun 
Metal Calf 














ae 








Crescent Shoe Company 
131-133-135 Duane Street, New York City 
























wN~ TWO STYLE LEADERS 
f \ IN STOCK = 
\ \\\ «=BLEECKER SHOE CO., — 
\ INC 
| 


S : 138-140 Duane Street 
\ \ Boston: 216 Essex St. 

Philadelphia: 17 No. 4th 

Pittsburgh Headquarters: 

Hotel Henry 


2.15 


No. 3092 — Patent leather Punched No. 3051 — Parchment kid Grecian 
Pump with kaffor tip and silver silk Sandal with strap of gold silk kid. 
kid inlay on throat. Silver piping. Also in patent leather with strap of 
Also in black kid. Also in parchment silver silk kid. Also in black kid. 
kid with gold silk kid inlay on throat, Also in white kid with kaffor kid 
brown piping. High and baby span- strap. High and baby spanish heels 
ish heels on each. on each. 

High heels A, B and C width—Baby spanish ‘heels B and C width—Sizes 3-8 
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KING OF STYLISH STOUTS 


Over 1000 NEW Fall and Summer styles now on 
display to choose from. 







Remember—we are the King of Stylish Stouts— 
and we will not be undersold! 


142 Duane St. New York City 



















SNOW-WHITE 


SHU-MILK 


“America’s FASTEST GROWING White Shoe Cleaner” 


HAS NATION-WIDE 
ACCEPTANCE 


Feature the WHITE CLEANER that is known and 
preferred by consumers from Coast to Coast. SHU- 
MILK offers HIGHER-THAN-AVERAGE PROFIT 
and may be sold as “the BEST 
ever used or money refunded.” 
oer on every bottle of Shu- 

i 


FREE GOODS, WINDOW and 
COUNTER DISPLAYS, DEALER 
HELPS, CONSUMER ADVER- 
TISING—everything necessary to 
give you the profit you deserve. 


Instructive booklet “The Proper 
Care of White Footwear,” sup- 
plied in liberal quantity with dis- 
plays. Ideal for counter distri- 
bution—ANOTHER SALESMAN IN YOUR STORE. 





Tay 
i DOUBLE YOUR MONEY 
5 FREE GOODS OFFER 


(Effective Until May 31) 


per doz. % doz. FREE. 
Cost $5.25—RESALE $10.50 





ORDER TODAY from YOUR JOBBER 


For Displays and Dealer Helps Write: 


WALTER JANVIER, Inc. 


121 Varick St., New York, N. Y. 


National Distributors for 


Shu-Milk Products Corp., Orange, N. J. 


Welcome to 
New York and 


OPPOSITE PENNSYLVANIA R. R. STATION 


"@aee 


The Hotel with 
REASONABLY PRICED 
SAMPLE ROOMS FOR 

SHOE MEN 
1200 pleasant rooms each with Servi- 


dor, th, circulating ice water and 
radio provisions. 











Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir. Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only §,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 19th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world —over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


———-—=—=—MAIL THIS COUPON TODAY -——---— 
ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 
Gentlemen: Please send me, postage prepaid. latest catalog and complete 
information relative to Chiropody and your scnool. 


Name 
Street and Numbe 
City. a 

















Boot aND SHOE RECORDER 
combining THE SHOP RETAILER, May 2, 1931 





NATIONAL NEWS 


SATURDAY, MAY 2, 1931 


EVERY WEEK 





Sport Shoes 
in Demand in 
Chicago Shops 


CHIcaGco — Outstanding merchandis- 
ing events, including the spring auto- 
mobile show and seasonal buying coin- 
cident with warmer weather, proved fa- 
vorable factors in creating unusual in- 
terest in Chicago markets during the 
past week. 

Hundreds of merchants were busy 
arranging window displays of locally 
manufactured shoes in connection with 
Chicago Products Week, which opened 
Saturday and will continue for one 
week. 

“We are beginning to have numerous 
and frequent calls for sport shoes,” re- 
ports Rueben Stiefel, head buyer for 
Peacocks in the Palmer House. “Busi- 
ness is picking up appreciably, and we 
are well satisfied,” he went on. “Blue 
has been going quite well with us; in 
fact, we had to size up in it on Satur- 
day. Black also holds on well, and I 
believe that it will continue in the 
foreground considerably longer than 
anticipated. In the sport shoe line, 
browns and white are undoubtedly the 
most popular. 

“There has been a notable increase 
in the demand for straps,” Mr. Steifel 
concluded, “and I believe they are 
again regaining the popularity that 
they so long held.” 

“Linens are starting to sell,” com- 
ments H. E. Green, manager for the 
Florsheim women’s store at Madison 
and Michigan. 

“T believe,” he prophesied, “that few 
strictly street shoes wi'l be sold this 
summer. The public are going in for 
spectator sports for all kinds of wear 
and I expect to see many pairs sold 
during the coming season.” 

Blues and browns are selling ex- 
tremely well at present, according to 
Mr. Green, but he believes that blue 
will shortly fall off to some extent. 
He has not yet felt the tendency toward 
straps, pumps still being his best seller, 
but one of his wide strap mode's is 
proving a mover in its own particular 
class. 

Nevertheless, Mr. Green feels that, 
“business is running along pretty good, 
so there’s no cause for complaint.” 

Cutler’s are ho'ding a special sale to 
introduce their new spring shoes. 
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Sales Supervision Pittsburgh Topic 


Forty-five Shoe Merchants Told by Retail Expert How to Solve 
Special Problems in Selling 


PITTSBURGH—“Supervision of Sell- 
ing” was the subject discussed by mem- 
bers of the Pittsburgh Shoe Retailers’ 
Association at their monthly meeting, 
April 23, in the Stetson Shoe Shop, 
Sixth Street near Penn Avenue. The 
speaker was.Dr. David R. Craig, of 
the retail research department, Uni- 
versity of Pittsburgh. 

Dr. Craig analyzed merchandising, 
delivery, advertising, display, gratui- 
tous accommodation and convenience, 
and told the 45 members attending how 
to solve special problems, learn weak 
spots in their methods and in the meth- 


ods of employees, and correct them 


with individual instruction or the train- 
ing of two persons at a time to meet 
individual needs. 

G. C. Murphy, buyer in McCreery’s 
shoe department, spoke on “Styles.” 
He predicted that sandal sales would 
be excellent this summer and also sales 
of whites and browns in the lighter 
shades for women. Blue shades also 








Supports Sport Shoe Week 


Milwaukee.—The Bob Smart Shoe Co., 
in its weekly sales letter of April 22, 
says: 

“The Boot and Shoe Recorder, one of 
the greatest constructive forces in the 
shoe industry, is promoting a National 
Sport Shoe Week, between the dates 
May 15 and 22. 

“The merchants are being urged to 
follow the example of hat dealers who 
have their ‘Straw Hat Day’ May 15. Is 
there any reason why Sport Shoes cannot 
be put over to the public in the same 
way? 

“We give this idea our hearty en- 
dorsement, and urge you to get after the 
dealers to play this idea up very strong. 
Get them to make an effective window 
display and advertise Sport Shoes. Tell 
the dealers it is to their advantage: to 
play this up BlIG—as it means added 
sales for them.” 


“SPORT SHOE WEEK—MAY 15-22!” 














will be in good taste until the middle 
of May, he said, and then lighter 
shades will be worn. 

President Harry Ritter presided at 
the meeting, which was held after a 
dinner in the Roosevelt Hotel, where 
R. Bruce Murphy, manager of the 
Stetson Shoe Shop, was host to the 
shoe men. Several new members were 
admitted into the association, and it 
was decided to continue the member- 
ship campaign indefinitely. The com- 
mittee arranging the meeting consisted 
of R. Bruce Murphy, Sam B. Levine 
and Bob Noffsinger. 


Northwest Shoe Group Plans 
Convention 


MINNEAPOLIS, MINN.—The North- 
west Shoe Retailers Regional Associa- 
tion has selected the Hotel Saint Paul 
at St. Paul for its 1932 conference, and 
today has closed a contract for the 
floors from 8th to 12th. The dates 
selected are Jan. 18-20. 

This promises to be an unusual con- 
vention in that already there is a wait- 
ing list since the last convention com- 
prising the names of several firms 
which will exhibit at the 1932 meeting. 

Information as to the details of the 
meeting arranged to date, time of 
reservations, etc., is obtainable from 
the secretary, H. S. McIntyre, 3332 
Third Avenue S., Minneapolis, Minn. 


Walsh to Buy Men’s Shoes 
for Jordan Marsh 


BostoN—Raymond Walsh is now 
men’s shoe buyer for Jordan Marsh 
Co., succeeding to the position left 
vacant by Ernest J. Smith. Benjamin 
Clenents, formerly associated with 
Coes & Young, here, will assist Mr. 
Walsh. 

Mr. Smith resigned to become buyer 
of men’s shoes for John Wanamaker 
Co., New York. 

Mr. Walsh has been connected with 
Jordan Marsh Co. for eight years in 
a merchandising capacity. 





HOW TO B FA T 


on canvas footwear 


This colored display ge 0 ~~ the boy a Book invitation will A Plan for the 
Independent Dealer 


Grips Spring advertising brings a 
new buy-urging note to footwear ad- 
vertising. Designed, first of all, to 
fetch boys into your store. Grips ad- 
vertising in the big, important boys’ 
magazines will cause boys to look 
for the store that sells Grips. 


Be sure to get your Grips display 
material and put it in your window. 


The Grips Fun Book 


The most unusual and interesting 
novelty ever devised to help sell 
shoes to boys. To get a copy free, 
boys must go to your store and 
ask you for a“Gimmee Card,” which 
they mail to Beacon Falls. All deal- 
ers who place advance orders for 
Grips receive a supply of “Gimmee 
Cards.” 


This is what the Grips 1931 plan 
does for the independent dealer : 


, It is easy and simple. Noth- 
ing to handle but the Gim- 
mee Cards. 


It brings live boys into your 
store. 


It brings shoe-buying parents 
into your store. 


It sells boys on the exclusive 
features of Grips. 


It leads surely to the sale of 
leather shoes, later on. 


It makes loyal friends for 
your store. 


Boys get these cards from Grips dealers, in order to get 
the Fun Book Free. 
cea es It enables you to get a valu- 
able mailing list. 
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LAST YEAR 


7 Reasons Big New Features 

New models. New, exciting features in 
. : . the old popular models. Leading the 

why Grips build profit for line are Grip Sure, with the patented suc- 

tion cup sole, Cleeto, the popular boy 

shoe, and the brand new novelty, Jack-O- 

the Independent Dealer Lantern with the sure-fire funny face 

sole. All have the revolutionary Grips 

foot conforming last which provides firm 

You can put your canvas and rubber footwear depart- —et for the arch. Boys call Grips 

ment on its toes by adopting the Top Notch plan of senna aciadinaabedicncatinaiaa es 

Protective Distribution. It is worked out to overcome 

the problems of the independent retailer. This is what 

it gives you: 











Security against unfair competition. 
An opportunity for a smaller end-of-season inventory. 


Lower stock requirements with wide range of styles. : >» 


A full up-to-date, big value, nationally advertised line of ol nays a 


canvas shoes and waterproof footwear. GRIP SURE tay 
The liberal cooperation of a conscientious manufacturer. 
A unique method for getting boys and parents into your store. 


A real chance for big black figures in your ledger. 


Why not investigate this important step toward real 
independence for the independent dealer? 


BEACON FALLS RUBBER SHOE COMPANY 
Beacon Falls, Connecticut 


241 Congress St. 208 So. Jefferson St. 106 Duane St. 
Boston, Mass. Chicago, Il. New York, N. Y. 


1714 Washington Ave. 426 Second Ave., No. 5380 Howard St. 
St. Louis, Mo. . Minneapolis, Minn. San Francisco, Calif. 


Stewart-Dawes Shoe Co., Distributors 
214 E. 8th St. 
Los Angeles, Cal. 


TTL 


JACK O' LANTERN 
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WHERE TO BUY 
Men’s Shoes 


Ite tre EYNOLDS CO BROE ROCKTON MASS 





ror MEN 
(P) crise. nan (P) 
BROCKTON 


NETTLETON 


Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 








Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 














Richards & Brennan Co. Randolph, Mass. 











y.0 3 © 2%; ee 
Reeth FA nO ge 
oe) 





Oo 
Si 
. « 
io 8 oo 0 oo tna 


“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS. U.S.A. 











In Stock Service 








eOsmes ‘556, Manchester, NH. 


15 stvies§ 
RETAIL 





EM.HOYT SHOE CO. 











“A MAN’S DECISION” 


THE 


WEL> 


Men’s 
Fine 
. Shoes 
Old 
Colony 
Shoe Co. 
Brockton, 
Mass. 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 








hh Oe 











To Display Huge Shoe for Charity 








mittee, New York, and H. R 


mirrors. 


Mrs. Archibald G. Mcllwaine, chairman of the Charity Carnival Program Com- 
Delman, inspecting the huge shoe, just completed, 
which will be placed on display at the annual Charity Carnival, to be held May 5. 
The shoe is four feet high, three and a half feet tong and is made entirely of ground 
The rhinestone buckle has 7000 stones in it, all cut and set by hand. The 
Carnival will be held at Madison Square Carden for the benefit of the Judson 
Health Center. 















International Newsreel Photo 








Fighting Firms Holding Their 
Business 


PHILADELPHIA—Howard Rue, of the 
Homan Shoe Co. here, with a line re- 
tailing at popular prices, cautiously in- 
dicated this week that business is on 
the increase. 

“While we are doing a great deal 
more business,” states Mr. Rue, “than 
we were four or five weeks ago, I do 
not care to make any predictions. We 
are not stylists, and are therefore not 
affected by seasonal sales so much as 
some of the other shoe firms. It is true 
that the stock of merchandise is low, 
and that in order to sell, the retailer 
must buy, but it is also true that he is 
not buying in such large quantities as 
before,” 

Mr. Rue added that the new bridge 
shoe they have added to their line is 
expected to be a big fall seller. 

Newton Elkin, in charge of sales, of 
the Newton Elkin Shoe Co., with prices 
ranging from $12.50 up, maintains that 
it is the fighting firm that is holding its 
business in these days of stiff competi- 
tion. 

“We have found,” he explains, “that 
in instances where the buyer has ex- 
erted special efforts to hold the busi- 
ness, the extra effort has been well 
worth while. Our plant is working full 
force, and we have more business than 
ever before in our experience.” 





To Manage Miller Store 
RocHESTEeR, N. Y.—L. E. Goldstein, 


former manager of the I. Miller retail 
store in Buffalo and once manager of 
the shoe department of a downtown 
store here, last week was appointed 
resident general manager of the I. 
Miller store at 41 East Avenue here. 








62 
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Death Claims Three Veteran 
Shoe Men 


ROCHESTER, N. Y.—Death last week 
claimed three veteran shoe men. 

James B. Lee, founder of the retail 
shoe firm of Gould, Lee & Luce, and as- 
sociated for 65 years with it and its 
successor, Gould, Lee & Webster, died 
at his home here, He was 83 years old. 
He retired about three years ago. He 
is survived by a son, William R. Lee, 
and four grandchildren. 

Daniel McGary, former secretary of 
E. P. Reed & Company, manufacturers, 
died in Philadelphia, where he con- 
ducted a retail shoe business. He be- 
came a member of the Reed firm in 
1896. 

James L. Heath, vice-president of the 
Tiny Tot Shoe Corporation and founder 
of the J. L. Heath Shoe Company, both 
manufacturing firms, died at the age 
of 95 here. He was one of the veterans 
of the shoe industry in Western New 
York. Born in Haverhill, Mr. Heath 
was a veteran of the Civil War. 

Funeral services for John J. Doyle, 
who won fame for himself by making 
the pair of shoes which won first prize 
at the Chicago World’s Fair 1. 1893, 
were conducted here last week. He was 
for years connected with E. P. Reed & 
Company, manufacturing firm. 





Friedman-Shelby Program 


The Friedman-Shelby Shoe Company, 
St. Louis, started a series of weekly 
radio programs May 1 over a nation- 
wide hookup of 58 stations in the 
Columbia Broadcasting System. These 
programs are known as the Red Goose 
Adventures. Their broadcasting time 
is from 7.30 to 7.45 p. m. eastern stand- 
ard time each Friday. 























Prints! ‘PRINTS! PRINTS! 


Spring and Summer Vogue in 


BEST-EVER 


Leather Soles 


No. 0754— 


The popular Backstrap Mule is here 
offered with a LEATHER SOLE in the 
new stylish Printed Crepe with harmoniz- 
ing Crepe linings. 12/8 heel. C width. 


In three colors: 
FAWN—NILE GREEN—COPEN BLUE 


No. 0654— 

For those who prefer the D’?ORSAY, here 
it is with LEATHER SOLE and 12/8 
heel. C width. In the modish Printed 
Crepe with harmonizing Crepe linings. 


Three colors: 
NILE GREEN—FAWN—COPEN BLUE 


+] 65 


The universally favorite 
Bridge pattern is exception- 
ally smart in the fashionable 
Printed Crepe with harmon- 
izing Crepe linings. LEATH- 
ER SOLE. 14/8 heel. C 
width. Three colors: 

No. 0354—COPEN BLUE — NILE 
GREEN—FAWN 


“Of the Better Grade 
for the Better Trade” 


USE COUPON BELOW 


BEST-EVER SLIPPER CoO., INC., 75 Front St., Brooklyn, N.Y. 


Ship at once, in each color, in Styles No. 0754, No. 0654, No. 0354, sizes as follows: 
tee: eee ee: | ee a)” ee ee} 7 ae Total each color 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





Boudoir Slippers In Stock 
USUAL VALUES 

Sizes 3 to 8 
Style B14—Wos Bik. 
Kid Turns...$1.00 

Style 80 Wa 

Kid 

“Every Pair Style ai 


Guar: Kid -Turns 35 
‘SCHWARTZ & HERDER, t Cc. 
Cpesietiet in Comfort & Ballet 
241 No. ith St., Pitindcipht a, Pa. 

















High Grade Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Salesro 


Factory and om 
183-159 West 27th St. New York City 





aa *d WANSY EOOOOOOES 


Turns 
Sater Ht ‘0 Yo 








ok) L. B. EVANS SON CO., Wakefield, Pk) 





W. 8S. CHASE & SONS 
HAVERHILL, MASS. 
FINE SLIPPERS 

Men and BOYS 








HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the popular price 
class. Catalog on Request 

VINCENT HORWITZ 400. » ine. 
64-76 W. 23rd St. ork City 























Equipped to Fit Children’s Feet 








Attractive and well planned interior of the children’s shoe department’ Haleburton- 


Abbott department store, Tulsa, Okla. 


A complete fitting service, including X-ray, 


is featured by this store. 








Last and Pattern for Every 
Customer 


CINCINNATI, OHIO—“I feel that the 
corner in business conditions here has 
been turned,” said Myron Wolf, of the 
Sam B. Wolf Shoe Co., in discussing 
the outlook for the shoe industry. 

Jack Roth, Roth Shoe Co., said: 
“Suva cloth is going over big; brown 
and white combinations lead for sport 
types.” 

The first fall samples are being 
turned out by Roth’s, and their plant 
also is running good. 

James Hughes, of The Homan 
Hughes Shoe Co., observes: “The walk- 
out in the large retail shoe store each 
week is terrific, simply because the 
woman cannot be satisfied. Either the 
style is right and the comfort lacking, 
or the design is displeasing, and the 
customer lost.” 

Opening a new retail store on the 
lobby floor of Cincinnati’s Netherland 
Plaza Hotel is a complete departure of 
the established rule for Homan Hughes 
Shoe Co., manufacturers of custom 
made shoes. Working on a theory that 
60 per cent of human feet are not nor- 
mal, Homan Hughes makes a last and 
pattern for each customer. The cus- 
tomer has her choice of style and mate- 
rials. With agents in every city, Mr. 
ae predicted other stores to fol- 
ow. 


To Present Weekly Broadcast 


St. Louis—The Roberts, Johnson & 
Rand Shoe Company, St. Louis, have 
completed arrangements for a weekly 
radio program over a_ nation-wide 
hookup of 58 stations in the Columbia 
Broadcasting System. Their first pro- 
gram will be broadcast May 3 at 9.45 
p. m. eastern standard time (10.45 
eastern daylight saving time). The 
program will known as the Star 
Brand Revelries. It will consist of the 
popular hits and operettas of the past 





thirty years in contrast with present 
day jazz. 
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Business Good, Milwaukee 
Manufacturers Say 


MILWAUKEE, WIs. — R. Baumgarner, 
of the Harsh & Chapline Shoe Co., 
says: “Business is good! Orders are 
coming in! Our salesmen are working 
hard! Collections are fair, but not yet 
what they should be. Dress shoes are 
selling and lots of sport models. Fa- 
vorite colors are brown and sea sand. 
Blues? No, no! They’re out! The out- 
look? Good, good!” Mr. Baumgarner 
rushed off. Work was to be done! 

. J. Cavanaugh, of the Walter 
Booth Shoe Co., is speaking: “How is 
business? Good, good! Collections? 
Fine, fine! Our discount is attractive, 
and dealers simply make provision to 
take care of our bills. Sport shoes are 
going good; black and white, brown, 
and plain tan is very much in demand. 
We are pleased with conditions.” 

F. Strehlow, of the Ideal Shoe Manu- 
facturing Co., agrees whole-heartedlv 
with the statements made by Mr. 
Baumgarner and Mr. Cavanaugh. 
“Business is good; children’s shoes are 
moving splendidly. Littleways in de- 
mand, with welts holding their own. 
Browns and blacks are favorites. The 
Middle West is leading the country in 
sales. The outlook is fine for a good 
season.” 


Sales Increase in Louisville 


LOUISVILLE—With the appearance of 
warm weather, the shoe business is 
showing an increase, most merchants 
reporting an improvement in the past 
few weeks. Black and blue are still 
popular, though somewhat crowded out 
of the window displays by the new sand 
shades. Perforations in restrained de- 
signs are back and combinations of rep- 
— and plain leathers have a decided 

air. 

Pumps have come into their own 
again, and the moderate heel is making 
headway against the extreme high heel, 
for afternoon and morning wear. 
Sport shoes are selling well, and the 





demand for sandals has already begun. 
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= Smith Smart Shoes bor Women ee 


Unusually beautiful styles for spectator and. active sports= 
wear are included in the instock selection for this season 





(Illustrated) 
Style 35 
White Elk 
Black Calf Trim 
Style 34 
White Elk 
Tan Russia Trim 
Style 33 
Cream Elk 
Tan Russia Trim 


All $5.25 





THE J. P. SMITH SHOE COMPANY 
Sangamon and Huron Streets, Chicago 
1051 Marbridge Building, New York 

+ Dr. A. Reed Cushion Shoes for Men 


Smith Smart Shoes for Men and Women 





THERE'S A 
‘3 ) THREE FOLD 


ENDORSEMENT 
BEHIND EVERY PAIR OF 


PROPR-BILT 
SHOES 


1. Designed by orthopedists, they merit 
MEDICAL approval. 
Recognized by SHOE RETAILERS for 
their ‘scientific patented features for 
permanent sales development. 

. Combine exacting fit with lasting wear 
to complete CUSTOMER’S satisfaction. 


Your copy of 
our new cata- 
log is now 
Further details regard- i ready for you. 
ing the Propr-Bilt plan Write for it. 
will be gladly furnished 
you upon request, or 
our salesman will go 
over the entire proposi- 
tion with you. 


oe Bilt Shoes are the correct 
shoes for growing feet. 


Junior Shoe Manufacturing Co. 
BRANCH OF O'DONNELL SHOE CO. 
511 SIBLEY STREET 
ST. PAUL, MINN. 








Styles 33, 34 and 
35 have a Rub- 
ber Sports Sole 
and a 10/8 Heel 
with Rubber 
toplift. 


SIZES 
AAA 5% to84 
AA .. 4% to 8% 
A....4 to8% 
BandC 3%to8% 


Vacation Last 





IN STOCK 


PeslostectectoctocclenleclcclocctocloctestcctocteclcetoctocctectectectectoctesVecleclen tec oe tec %ee Pee Pens Pee Pen Vice Pere Pre Pee Pee Se %e ee Sener Pec? 
et et ee at ae yar at at ar nae ae at ae ar Ya ae ae ae a a ae at Ye at ae a et Ye et Yat Yd Yad ae ae Ya Yt Ye ae ae ee at ie Yet YE Yet Yet a 


MERCHANTS SHOE 





Sylf Cloth 


The Hit of the Season 


Sylvia Tie—Natural Cloth—Brown Lea. Trim—AA to 
White Cloth—Black Lea. Trim—AA to 
White Cloth—White Lea. Trim—AA to 

Cuban HEELS ONLY 


Sylvia Pump—Natural Cloth—Brown Lea. Trim—AA to ‘ 
0 


B 
White Cloth—White Lea. Trim—AA to B.. 
SPIkKe HEELS ONLY 


CO., INC. 


43 South St., Boston 





Se ecPeclosloctostectecloolesleslectocteclectectoctoclectoctocteclecec%octocPoctae%anto.%-.% 9.9 9 8 9 0 0 9 0 0 0 0 0 0 0 00 0 0 0 0 0 0 0 0 o 
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WHERE TO BUY 
Fine Sport Shoes 


EO 6 6 EF OF er PP 


“A Mile Away You Know Them” 


iS" 
H 
I 


Sun Loafers 


For beach and boardwalk 


SAN TOBE 


also made solid quarters with buckle, 
beige florentine with red, blue, green 
or yellow leather bindings. 


CATALOGUE ON REQUEST 





SUNRAY 
SANDALS 


Retaii at 
$2.95 per pair 


Display them in your store and make extra 


One donen pair of assorted styles, sizes and 
colors, eneugh to sell from, will be shipped on 
ten or, approval to convince you of the selling 
Possibilities of these s' q 

GOULD SEAL SHOE 
722 BROADWAY NEW YORK CITY 











Ne 


HERE TO BUY 


Dancing Shoes and Taps 





> With Tape 
LAP SHOES Attasres 
IN-STOCK 
No. 9780—Black Kid 
1.7 
Mo. 9785—Patent 
Leather 
82.25 
BROOKS SHOE MFG. 68. 
Swanson & RF Sts. 
Philadelphia 








TURN COMFORT SHOES 


Straps 
Oxfords 
Boudoirs 

Tap Slippers 


The Best Values on the market today 
to retail at $1.98 to $2.98. 
Write for samples 
GLENN ROBERTSON SHOE CO. 
MINNEAPOLIS, MINN. 














Headlocked 


Competition 


(CONTINUED FROM PAGE 13) 


lishment and maintenance of uniform 
prices on identical merchandise. 

Second, to promote a rule of reason, 
or “code of ethics,” dependent on the 
local situation, that would frown on all 
forms of dog-eat-dog competition. 

Regarding uniform prices, we find a 
certain boudoir slipper selling at $3.25 
in some cities, $3.00 in others, and 
$2.75 in still others. In the low-priced 
towns the merchants would like to get 
more, but some dog in the manger pre- 
vents. If the Shoe Club were function- 
ing properly, the right price could be 
maintained easily. 

Then here comes a salesman with an 
attractive beach sandal. Store B says, 
“It’s a good number, but we won’t touch 
it if those price cutters A and C are 
in on it.” Store C says, “Not for us 
if B and D have any.” How much 
better if the Shoe Club were in working 
order to hold everyone in line, enabling 
all to make a profit! 

Regarding the Shoe Club’s second 
duty, that of curbing competition 
within the scope of any “rule of rea- 
son,” many readers have already pooh- 
hooed the idea as being too fanciful 
and idealistic to be workable. 

Let’s see about that. Do we not 
“get together” on closing hours, on hol- 
iday closing, on credit terms, on re- 
stricting returned goods? Do we not 
support enthusiastically the Better 
Business Bureau’s rigid censorship of 
advertising? Do we not turn down all 
program advertising and charity solic- 
itation not approved by the Chamber 
of Commerce? 

We “get together” gladly on ail these 
propositions—regardless of our per- 
sonal opinions on each. Yet we must 
admit every one of them exists solely 
for the protection of the individual 
against his own weaknesses. 

The regulation of competition is 
equally workable. It is certainly more 
desperately needed and will yield more 
tangible and profitable results. 

The argument arises that it would 
be difficult to line u» the devartment 
store shoe men, since they are under 
orders from the higher ups. Besides— 
in so many cases they are the ones who 
started all the price cutting. 

Possibly true. But department store 
shoe profits have also been exceedingly 
discouraging of late. The higher uns 
there are equally anxious to find a way 
to increase their shoe earnings. 

It is to be expected that some dealers 
would refuse to cooperate, just as some 
will not agree on closing, or anything 
else. But, mark you, the public con- 
siders the merchants who do cooperate 
on all such movements as the “regu- 
lars” or “legitimates,” the others as 
the “shysters” or “gyps.” 

Popular sentiment regarding trade 
agreements has changed greatly since 
1900. Even the courts recognize the 
Sherman Anti-Trust Law should be in- 
terpreted according to tolerant “rules 
of reason,” not according to the rabid 
anti-agreement sentiment prevalent in 
the ’90’s. 

It is not argued that this plan would 
function to perfection. But it would 
certainly work as well as our “get to- 
gether” agreements on credit terms or 
returned goods. 


The strict letter of these agreements 
is being violated almost every day by 
almost every store. Nevertheless, the 
spirit of those agreements has a very 
decided effect upon the actions of both 
merchant and customer. 

Doubtless it would be hard to decide 
whether certain promotions and prac- 
tices were legitimate or bordered on 
the forbidden. Those things would 
take time to work out. And in the 
meantime every conscientious merchant 
would be censoring his own plans more 
carefully, thus eliminating most of the 
doubtful ones before they were ever 
released. 

Today “moral suasion” is more com- 
pelling than laws. This spring a mer- 
chant advertised “$10.50 shoes, the 
same grade for which you paid $14.50 
last fall.” Naturally he was kidded 
plenty at the next Shoe Club meeting. 
While he had no trouble proving to the 
brothers that he now had a $10.50 pat- 
ent the same grade as last fall’s $14.50 
suede, still his misleading ad never ap- 
peared again. Simply because a Shoe 
Club existed. not because of anv 'aw. 

Another error that breeds cut price 
tactics is the tendency of the average 
sized dealers to imitate the big stores 
in metropolitan centers where an en- 
tirely different problem exists. 

If these merchants will forget the big 
shots and study their own problems, 
with unbiased minds, they can reach 
but one conclusion. 

“Success for us lies not in finding 
excuses for lowering prices, but in 
working out ways and means of main- 
taining prices at a profit level.” 

Price cutting, you know, is done pri- 
marily to get an advantage over com- 
petitors. But—the tragedy is that com- 
petitors meet the slash and go one bet- 
ter. Thus the advantage hoped for by 
the first store is lost and all find them- 
selves on a lower level than they were 
before. Call it a battle royal if you 
like in which no one wins, but from 
which all emerge with bloody noses, 
dripping red all over the ledgers. 

Today’s price situation has but one 
cause—unbridled competition. 

It has but one remedy—the regula- 
tion of competition. 

Why? Simply because under our 
competitive system one store by itself 
can pull the others down to a profitless 
competitive *ssis. But once thev are 
pulled down no one store can get them 
back. Concerted action is necessary. 

What has become of our local shoe 
associations? Every community has at 
one time or another had a shoe club, 
but in most cases it has degenerated 
into a meaningless name. 

The other “get together” movements 
mentioned here are usually sponsored 
not by the shoe club, but by the Cham- 
ber of Commerce, the Credit Associa- 
tion, etc. 

But make no mistake about this: 
The regulation of competition can be 
accomplished only through the shoe 
dealer’s own organization, with no out- 
side meddling. 

Associations prosper only when there 
is a reason for their existence. Such a 
reason is now painfully evident. And 
unless concerted community action is 





(TURN TO PAGE 70, PLEASE) 


Boot AND SHOE RECORDER 
combining THE SHop RETAILER, May 2, 1931 





Business Paper Advertising 


..sign of Partnership 


HEN you see a manufacturer’s advertising 

in the pages of your business paper, you 
can be sure of at least one thing: that manufacturer 
considers the merchant as an essential partner in the 
business of distribution. 


Advertisers in business papers do not underestimate 
the importance of the distributor or the dealer. They 
know that securing the cooperation of those factors in 
selling is better than going it alone. They know that 
the friendliness of the other links in the chain of dis- 
tribution is so important that it can make or break 
the success of their products. They advertise to secure 


that friendliness and that cooperation. 


If you are a merchant, wholesale or retail, intent on 
the selection of stock, consider first the wares of the 
firms which consider you first when they advertise. 


dy 


Tuts Sympot identifies an ABP paper... It 
stands for honest, known, paid circulation; 
straightforward business methods, and edi- 
torial standards that insure reader interest... 
These are the factors that make a valuable 
advertising medium. 


BOOT AND SHOE RECORDER 
IS A MEMBER OF 


THE ASSOCIATED BUSINESS PAPERS, INC. 
TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 
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WHERE TO BUY 
Ballet Slippers 













Rights and Lefts 
Two Grades 
Wom. Miss. Chi. 
$1.50 $1.45 $1.40 
1.35 1.30 1.25 


‘SUMNER 
In Stock SMITH 








325 West Monroe Chicago, Ill. 





PROFITS 


Shoe retailers are finding 
extra profit in theatrical 
footwear these days. In- 
vestigate the profit * possi- 
bilities of a theatrical de- 
partment. 


Write us! 





CHICAGO 


fe Stet THEATRICAL SHOE CO. 
3rd Floor, Capitol Bldg. 
159 N. State St., Chicago, uj 


Coast orders 3 
6715 Hollywood Bivd., Hollywood, Cal. 





In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 














SOFT 
SOLE 
BALLETS * 


* KENDALL’S 


Black Glove Leather Uppers 
Grey Elk Sole 
WOMEN $1.00—MISS $.95 

White Glove 

Leather Uppers 
White Elk 
Sole 


ne *, . 









Send for Oircular 
DEPT. C. 











* KENDALL SHOE COMPANY * 





WHERE TO BUY 
Work Shoes 















© 








Show ’Em Something Different 


(CONTINUED FROM PAGE 28) 


for a hot weather sales and profit pro- 
ducer. Black leather will probably out- 
sell brown by two to one, according to 
one representative operator. 

Pearl and cream buck with brown 
calf wing tips, foxings and quarters are 
flash numbers, good only in those stores 
having a specialized trade which would 
appreciate such merchandise. Several 
outfits are playing with all-over brown 
suede or buck on a Prince of . Wales 
pattern. But again that is not causing 





Summer weight wing tip pattern in white buck 
with black or brown trim 


any great amount of cheering by the 
populace. Some will pick up a nice 
little business and possibly clean up, 
while others may get spanked if they 
play with such plunder. It all depends 
on the skill and cunning of the mer- 
chandiser, not the merchandise. 

There is a uliar situation in the 
white nappy leather field. All white 
genuine buck plain toe oxfords, per- 
fectly plain, with a black leather sole 
and heel are touted to be good in the 
high-grade stores; that is, to retail at 
$12.50 and up. A copy of this same 
shoe made, however, of white side 
leather, is also considered a fairly sure 





The high heel trend is illustrated in this smart 
men’s summer oxford 


seller in the $4 and $5 grades. Appar- 
ently nothing stirring in the middle 
price group, so the present indications 
of this field getting a cut on this mid- 
summer specialty is small. But then—? 

Pork isn’t so good for hot weather 
eating, but some of these new pigskin 
babies will certainly hog plenty of sales. 
They have ’em trimmed with dark 
brown and mahogany calf, with a little 
punching; all natural pig with more 
punches than in a nigger battle royal. 
No one is buying solid cases on a size. 
It is significant to see the many racks 
going through the factories with RUSH 
tags on them, so it is safe to predict 
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that many little pigs will go to market 
this summer to gladden the profit side 
of the ledger. -Most of them will be re- 
tailed around the eight dollar mark. 
Patterns will be in the background 
for the mid-summer selling. The wood 
over which the shoe is made is consid- 
ered to be of far: more importance, 
coupled of .course: with good shoemak- 
ing. By patterns, is meant design and 
not the ing qualities of the upper. 
For comparison, go back a few years 
to the balloon toes which were all 
dogged up. Then the selling points 
were punchings, pinkings, mud-scow 
shaped lasts with lots of trick hard- 


f ware scattered all around the shoes 


from stem to stern. 

Today’s narrow toe vogue calls for 
stream lines; perfect fitting qualities of 
the lasts and patterns, plus good shoe- 
making. A somewhat different line up 
of selling points. Bizarre effects are 
all out, as the narrow toes have brought 
back a keen appreciation of good shoe 
craftsmanship. 

Even with comfort as a great hot 
weather sales argument, the narrower 
toe vogue is strong in all parts of the 





Pigskin sport oxford, trimmed with dark brown 
or mahogany calf 


country, even in the good live county 
seats of 5000. Translated in terms of 
price grades, this trend is felt in all. 

For an honest to goodness extra pair 
proposition, in a perfectly plain shoe, 
consider the new high heels. These are 
either 11/8 or 12/8 and are both all 
leather and rubber top lifts. Just now 
New York is going strong for the high 
heels, with Chicago accepting them. 
Then there is some nibbling in other 
parts of the country. The Southwest 
and Southern California sections are 
expected to eat this style right up, once 
it gets started. 

The particular shoe illustrated is a 
$4 retailer, with a duckbill trim and a 


(TURN TO PAGE 70, PLEASE) 





Conservative last, round toe oxford, with per- 
forated tip and quarter, and stitched edging 
on vamp and lace stay 
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TOE PLATE 
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CEMENT LASTED 








CLINCHED TACKS 





TLITTLEWAY), 


TOE LASTING PLATES 


for Cement Toe Lasting 
LITTLEWAY SHOES 


a - 


LITTLEWAY LOCKSTITCH SHOES 


Soles Attached by 
G/E Sole Stitching Machine 
Model C 


a 


LITTLEWAY COMPO SHOES 


Compo Shoes lasted by the Littleway 
Process and having soles attached 
with cement on W/C Cement Sole 
Attaching Machine — Model A, or by 
any other suitable machine. 


PRODUCE 


Smooth and flat TACKLESS TOES. 
A bond entirely around the toe. Easy 
removal of temporary fastenings. 


ELIMINATE 


Undesirable bunch at 
the toe which is difficult 
to remove. 


Undesirable tacks in 
forepart. 


Thread stranding and 
needle breakage on 
sewn or stitched shoes. 


Cost of metal plates 
on the toes of lasts. 


Uneven rippled feather 
line. 
® 


Extra cost of tacks. 
° 


Unsightly tack holes in 
the insole. 
e 


Increased cost of tack 
pulling. 


140 Federal Street, Boston, Massachusetts 
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THE LITTLEWAY PROCESS “oN 


















TOE PLATE 
REMOVED 
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WHERE TO BUY 


Sport Footwear 








“SPORTSTER” 


Official Girl Seout Shoes 
204 Sizes and Widths In-Steck 
A. SANDLER 
154 Lincoln St. 

Boston, Mass. Est. 1889 


€«ITHCO 


GOLF SHOES 
No. C340—All sizes in stock 
for immediate delivery. 


Write for complete 
of ATHCO Ath- 












WHERE TO BUY 


Barefoot Sandals 


ll hl lt ach tl a hl ei i ell li il 





WOODEN 
BAREFOOT 
SANDALS 


Priced from 
$10.50 to $21.50 
doz. 







Carried in stock in a variety of styles, 
colors and in different heights of heels. 
One dozen ir of assorted styl 
enough to sell from, will be shipped 
to you on ten days’ approval. 
GOLD SEAL SHOE 
7&2 Broadway New York City 














WHERE TO BUY 
Riding Boots 





RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 


and F; 
Jodhpurs ield 
Write for catalog. 







m.CONNEg y 


sHOE Co. 








Greatest Foot Health Week 


[CONTINUED FROM PAGE 26] 


salesman on the road traveling out of 
maha: 


Salesman Pete 


I’m eee Pete, and I’ve got sore 
eet; 
My dogs, they bark and yell— 
And as I make my daily rounds 
My feet sure hurt like Hell! 


They’re puffed up here, and puffed up 
there— 
And though I run or march, 
My feet—they’re just a-killing me; 
I guess I’ve broke an arch. 


Hot dog—I just can’t stand it! 
Why, I’m afraid they'll bust, 


I’ll go and see old Doctor Jones, 
He’s a chiropodist. 


“Now, Doc,” says I, “you’re a good guy. 
Please help me while I moan. 

Ye Gods! You say it’s swollen 
Round the metatarsal bone? 


“It’s too high here, and too low there— 
What’s that? No time to lose? 

I must get them this afternoon— 
A brand new pair of shoes!” 


Now, folks, herein the moral lies— 
When the tootsies give you grief, 
Go see a good foot-fitter, 
And you’re bound to get relief. 





Says Values Are Always 
in Style 


HOLLAND, MicH. — “Good old dollar 
for dollar value will never go out of 
style,” says J. E. Telling, president of 
the Holland Shoe Company. “Custom- 
ers who get it come back for more, and 
never hesitate to tell others when they 
are pleased. ‘The Best at Fair Prices’ 
is always the sure, safe road to follow. 
Of course, some people can be fooled 
once by the glitter of price or the 
glamour of extravagant claims, but the 
shoes that win and hold customer 
friends are the shoes that look their 
value—feel their value and wear their 
value dollar for dollar.” 

The Holland Shoe Company manu- 
factures smartly styled shoes for men 
and boys and reports an excellent busi- 
ness. 


Trend of the Hosiery Market 
[CONTINUED FROM PAGE 50] 


While some of the lace welts serve as 
run-stops, others are merely added 
touches, whose chief value is their new- 
ness, which gives the retailer some- 
thing to talk about. 

Another welt development of inter- 
est is that of the “Gartuck” invented 
and named by Leo Propper and now 
being offered on numbers in both the 
Propper and McCallum lines. This is 
an extra tuck or welt to which the gar- 
ters are to be fastened, thus distribut- 
ing the garter strain on the stocking 
more evenly. 


Headlocked Competition 
[CONTINUED FROM PAGE 66] 


taken 1931 will be just one more year 
of wasted, »rofitless effort. 
Cooperation—we have heard much of 
it. But now, when cooperation is most 
vitally needed, we see little evidence 


of it. 

Individually we have splendid brains. 
Collectively we don’t show them. 

Shoe merchants must forget their 
personal hatreds and petty jealousies, 
must “get together” for more serious 
purposes than eating and gossiping, 
and must put a!ll the force of their 
moral fiber behind sound principles. 
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Show ’Em Something Different 


[CONTINUED FROM PAGE 68] 


high cheek vamp, just to get it out of 
the higher priced custom class. It is 
being bought by the moderate dressers 
whose ages run from 22 to 30 years. 
As indicated by the cities now adopting 
the style, it is not being worn by cow- 
boys—either range or drug store— 
Mex., or strutting five footers. 

There is considerably more than a 
remote possibility of getting extra pair 
sales early this summer by pushing two 
distinct types of sport footwear—one 
for real sports wear or wear for real 
sport clothing, and the other for street 
and business wear. Many merchants 
are buying combinations of brown and 
white and of black and white and are 
also buying shoes combining two tones 
of tan such as smoked elk and brown 
calf, figuring that men who last year 
wore black and white sport shoes on 
the street this year can be persuaded to 
confine the former to sports wear and 
wear the latter with his business suit. 

Another interesting development is 
the widespread appeal to men of the 
new cream colored flannel trousers, 
many of them with brown stripings. 
Any increase in the purchase of these 
new colors will necessarily increase in 
the sale of sport shoes on which brown 
is the predominant color—particularly 
the combination of brown and white. 
The pure white flannel, however, is not 
dead, and with these trousers will be 
worn the all-over white shoe or the 
combination of black and white. 

In business suitings are seen more of 
the light browns than in the past year 
—also interesting as an indication of a 
possible gain in the sale of all brown 
footwear. The popular gray suitings, 
however, will continue to favor black. 

Figure this out: men’s shoes average 
around a 40 per cent markup. Selling 
costs and overhead will run a strong 
30 per cent. Mark downs in the ordi- 
nary course of events will eat from 2 
to 5 per cent of that 10 per cent spread. 
Surely the margin of net profit under 
good selling conditions is not enough 
to allow for operating a sale for at 
least four months a year, during which 
time the gross markup is from 20 to 25 
per cent. Grant for once a certain per- 
centage of the men will respond to “new 
shoe” bait rather than alleged cut 
prices. Make a little bankable money 
this summer selling men’s shoes. 
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In Stock for Immediate Shipment 






Style 414 — Natural Linen, trimmed 1.” ae RM a Aenea IRD cate tee Arey Peru Style 1798—wWhite kid. 













with lustre. Made by coment process Mo ccc vinney ceeenscn Steel sinieitatiealiaia 
eda alld i ae Paper Style 1829—Medium Beige kid. 
Style 1863x—Black kid, rajah lizard MME SPOR >. Saeed 0 ot Rope 
trim. - Style 1830—Black glazed kid. 
REM 2a aire 3, injec gs cre de Simcoe One strap slipper, 509 last, 16/8 
Style 1864—Patent leather, coffee pf 0 SE eer ee eee Stair covered Louis heel. 
rajah lizard and brown perl lustre 1865 Ss - AAAA to EER, 2% to 11. 
aa er ee) | EET PEN eK Eee eee we « turgeo gn ge 
8 a ody dees Trout dieiecnenaeding 



















Style 1865—Brown kid, coffee rajah 1905x.................. Kingston Style 1798 .....20es sees + 86,00 

lizard trim. Style 1803 ........-- errr 

Style 1868—Medium blue kid, blue Style 1829 ....... xeeeuzaunQee 

lizard and perl lustre trim. 5.50 
Style 1830 ...... Pree rece 












One strap center buckle, 513 last, 16/8 
Louis heel. AAAA to EEE. 
































































i 
{ Style 414 .......ceeee 05s. 85.00 
Style 1863x ............+. 6.00 
Style 1864 ..........062+- 6.00 
5 Style 1865 .........e0000. 6.25 Style 417—White kid. 
Style 1868 ..............- 6.25 Style 1905x—Black kid. 
One strap, center’ buckle, genuine 
rajah lizard underlay. Made by the 
cement process, 513 last, 16/8 Louis 
heel. 
AAA to D, 3% to 10. Style 405—Black kid four eyelet 
tongueless tie, rajah lizard calf under- 
ORFES ERT 202 ese recrccees SOS lay, 314 last, 14/8 leather cuban heel. 
Style 1905x ......cceeee ee BDO AAA to EEE, 3% to 10. 
Style 40% ...cccccccccee oPt.75 
Style 412—Black kid, one strap, gen- 
uine rajah lizard underlay, 314 last, 
14/8 covered cuban heel. 
AAAA to EER, 3% to 10. length 
Style 412 ..ccccccccccees POSS 
Wilbur Coon Shoes fit al each 
of the five important points 
WW? Con G@ Style 415—Natural linen, tweed calf 
—_——_—_— saddle. 
Style 418—wWhite Eve Cloth, white 
e kid saddle. 
Style 413—Black kid one strap, rajah Yeitb: sa hioase * Three eyelet tie, 314 last, 14/8 cov. 
calf underlay, 314 last, 14/8 leather cuban rey er 
cuban heel. Ae tO BD, 0 tv. 
37 Canal Street 
| AAA to EEE, 8% to 10. Style 415 wo... cece eee ee 85.00 
Style 413 .....ceceeeee se B4.75 ROCHESTER, NEW YORK CEG ccxctcidscioen OA 
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WHERE TO BUY 


Children’s Footwear 








Children’s Fine Goodyear Welt Shoes 


Made by 
THE GILBERT SHOE CoO. 
THIENSVILLE, W'S. 








MRS. DAY’S IDEAL BABY 
ey SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 
Soles— infancy to 
four years! 


Danvers, Mass. 














CHILD | 
LIFE. 


High Grade Goodyear 
Welt Shoes in Stock. 








Wiswell-Everston Shoe Mfg. Co. 
Cedar Grove, Wis. 














WHERE TO BUY 


Slipper Ornaments 











Pee BOWS ramen 

ef Every or 
Boudoir Slippers 

The right merchandise at the right time 

Selid colers in stock—samples on request 

HY-GRADE SLIPPER SUPPLY CO. 

603 Broadway New York City 











Retired Shoe Merchant Dies 


LOUISVILLE — Joseph Spaulding, re- 
tired shoe merchant, died Sunday in 
New York of heart disease. Mr. Spaul- 
ding had gone to New York in January 
in connection with a business transac- 
tion. He was found dead in his room 
at the hotel: Mr. Spaulding, who lived 
at the Seelbach Hotel, retired from 





business about five years ago at 767 
Dixie Highway. 





Chicago Production Showing Gain 


Business Steady in Mid-West 


with Some Factories Showing 


Improvement and a Few Working Overtime 


CuHIcAGoO—At Chicago shoe. factories 
business is holding up well and in some 
cases showing considerable improve- 
ment, say a number of executives who 
were questioned on the subject. 

A survey of the business now being 
placed for summer indicates a marked 
confidence on the part of the retail 
trade in cloth shoes for women and 
pointed toes for men. 

In the men’s medium-pr‘ced field, 
Cole, Rood, Haan & McGregor, which 
firm succeeded the Selz men’s business, 
report that sales are most gratifying. 
“We have been running full all season 
and have found it necessary to put in 
some overtime,” said E. Haan. Re- 
garding styles, Mr. Haan had this to 
say: “Pointed toes are going strong 
and getting much stronger. In sport 
shoes there is a strong demand for 
black-and-whites and two-tone tans.” 

Higher up the price scale in men’s 
lines, Howard Smith, of the J. P. Smith 
Shoe Co., states that most shoes now 
being ordered have either these or the 
moderate square toes. Business is hold- 
ing steady with this firm, and they are 
getting ready for an anticipated big 
business on sport shoes for this sum- 
mer—this to include spectator sports in 
Smith shoes for women as well as the 
men’s lines. 

Chicago makers of women’s McKays 
are feeling quite happy over the trend 
of business. M. Margolin, of the Mar- 
golin Shoe Co., says: “Our plant is run- 
ning well after Easter and we have 
had some overtime.” This house is do- 
ing a large proportion of its business 
on cloth shoes. The biggest volume is 
on Marcella in white, natural and 
black. Mat kid also is a constant seller 
here. Margolin has made considerable 
progress this year in opening new ac- 
counts, to which 60 per cent of the 
present business is attributed. 

Krueger & Hoeck, making women’s 
high-grade turns, report a steady im- 
provement in business since the first of 
the year and a small gain over 1930 to 





Shoe Men to Participate 
in Fiesta 


Los Angeles.—At its regular monthly 
meeting held today, the Los Angeles Shoe 
Retailers Association pledged its coopera- 
tion to the extent of subscribing $500 
toward the Los Angeles Fiesta fund, to 
be used in the promotion of Los Angeles’ 
——— which will take place in the 
all. 
The Shoe Retailers, like other similar 
organizations, are aiding the Los Angeles 
Fiesta Committee in building up nation- 
wide interest in the celebration of Los 
Angeles’ one hundred and fiftieth birth- 
day. Features of the celebration will be 
historical pageants and other incidents 
attendant upon the founding of Los 
Angeles by Spanish colonists and the 
progress of the city up to the present 
time. 
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date. Conservatively styled straps— 
mostly black—are the best sellers with 
them thus far. 

With the Fargo-Hallowell Shoe Co. 
makers of the Kindergarten line o 
children’s shoes, business is holding up 
well and center buckle straps in patent 
leather are the outstanding sellers in 
the 11% to 2 size run. 


New Panor Store Opens 
in St. Paul 


St. PauL, MINN.—Panors has opened 
a new store at 114 E. Seventh Street 
and at the same time a new spring foot- 
wear line, “La Belle.” For three open- 
ing days a double compact was given 
with every purchase of a pee of shoes. 

Hosiery, 45 gage chiffon, was of- 
fered also at 938c. or two pairs for 
$1.80. At the same time Panors in 
Minneapolis and: Duluth, April 10 and 
11, had special opening days for the 
new shoe line, with a carnation for 
every woman visitor in either of the 
stores. 

With the retirement from St. Paul 
of the J. C. Penney Co., Inc., another 
shoe department disappears from the 
active competition in the city. Penney 
hopes to resume if a proper place can 
be found. Sales reductions on shoes 
were as high as $1.10 per pair. 

Feltman & Curme introduced a Dol- 
lar Day, April 11, when a dollar reduc- 
tion on every pair of shoes in both 
stores was made. 

An administrator’s sale at Soren- 
sen’s, 413 Robert Street, is bringing 
shoes within reach of any purse. 
Stock is to be reduced 50 per cent. 








Donaldson Features Andre 
Shoes 


MINNEAPOLIS, MINN.—L. S. Donald- 
son Co. has introduced Andre shoes 
exclusively in Minneapolis, in the sec- 
ond floor department. 

The Dayton Co. shoe department has 
introduced a complete line of $8.50 
shoes, to be permanent with the store. 
The idea is to have a low price shoe 
with the features of the higher priced 
lines. The line is in 40 different styles. 

Wingait motion-measured shoes, a 
walking model by I. Miller, have been 
introduced by the E. E. Atkinson & Co. 
shoe department. 

Home Trade Shoe Store, Inc., will 
carry in both stores Playhouse shoes 
for young folks. 

Doublewear Shoe Company, 318 E. 
Lake Street, has made a purchase of 
calfskins that enables it to make a $1 
rvyl - retail prices to $4.95, $3.95 and 





C. C. Goldstein Made Manager 


TERRE HAvUTE, IND.—C. C. Goldstein 
has been appointed manager of the lo- 
cal Dan Cohen shoe store at 671 Wa- 
bash Avenue. Mr. Goldstein comes to 
Terre Haute from New Orleans with 
many years of experience in the shoe 
business. e has been in the business 
in various executive capacities. 
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CET READY... FOR EXTRA PROFITS 


These Attractive New Style Bows Will Trim Up Your Pumps 
and Give You an Extra Profit 





Bows are made of white, sea sand, brown, 
navy blue, light blue, green, red, yellow, glazed 
or mat black kid; black or brown patent leather 
with self or contrasting trim. 


Gull and Bask styles are also made of beige 
watersnake or black and white rajah lizard with 
contrasting trim. 





Illustrations are 3/5 actual size. 


Orders Must Specify Leathers Wanted for Both Body of Bow and Trim. Delivery One Week. 


ABE MANHEIMER & CO., INC. 
COOK AND TAYLOR AVE. ST. LOUIS, MO. 




































IN STOCK! 
WOMEN’S MEN’S 


$800 $950 














We have, in stock, for immediate 
delivery the Largest Selection of 
Imported and Domestic Riding 
Boots for Men, Women and 


Children. 
Write for Complete Catalog B-89 


Colt-Cromwell Co., Inc. 
EST. 1899 
1239 Broadway, N. Y C. 





at 4Q* and Lexington NEW YORK 
It provides visit 
ors to the city with 
anewsense of com 
fort and enj I. 


Youll likeit. 
ie 


Also In Stock at 
424 So. Broadway 
Los Angeles 
Calif. 
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Re neering some 





WHERE TO BUY 


Women’s Shoes 








FOR WOMEN 


THE JOHN EBBERTS SHOE ING, 
IN ” Buffale, N. Y. OO or 











THE ORIGINAL 


SUNBATA ACROBAT 


(Patented) 





IN STOCK FROM SIZE TWO CACKS 
THROUGH SIZE SEVEN WOMEN’S 


A Product of 


SHAFT-PIERCE SHOE CO. 
Faribault, Minn. 








Ultra Smart Sandals 








Bost Coter Quality 
Combinations. Predursinates 
Unuoua! Write 
Profits. Direst. 






INO. 


BIAMMITZ SANDALS 
ork City 


120 West 30th St., New 


WHERE TO BUY 


Shoe Forms 


S /TIRIROLOYATIK 


and Hosiery 


























Des Moines Trade Holds Up 


Des MoInses, Iowa— Holding up of 
business through March and thus far 
in April, as compared with the same 
period last year, is reported by E. G. 
Toepfer, head of the men’s and boys’ 
shoe department at Frankel’s. Mr. 
Toepfer is president of the Des Moines 
Shoe Dealers’ Association. 

ports shoes started selling early 
this season and are exp to con- 
tinue their volume. The men’s shoe 
business maintains about its usual av- 
erage, and in this connection Mr. Toep- 
fer says men are buying as high grade 
shoes as they have been accustomed to 
purchase. A $5 line has been added in 
this department, but its result has been 
additional business rather than a low- 
ering of the price _ by regular cus- 
tomers. During the month of March 
the average price of men’s shoes re- 
‘mained the same as last year. 





+ Dakota; ogg 4 Raters, 
ela 


Trained Sales Staff Big Asset 


New Orleans Merchandise Manager Credits Excellent Sales 
Showing to Training of Personnel Plus Price Policy 


New OrLEANS—‘“Sales in our shoe 
department the past two or three weeks 
have been less than 2 per cent under 
those of the same period last year 
despite business conditions,” Clovis C. 
Breaux, merchandising manager of 
Leon Godchaux, one of the leading 
clothing stores in town, stated. 

“I attribute this good showing,” he 
said, “to the training given our per- 
sonnel and the splitting of price ranges 
from the $7.50 and $10 model of last 
year to the $6, $8 and $10 models of 
this year. The salesmen are instructed 
not to use high-powered methods and 
are instructed to bring out the points 
of orthopedics. 

The narrow-toed shoes are going 
well. The trend seems to be in that 
direction. We have a powerful selling 
argument in statistics showing that 
flatfootedness is caused by wearing 
shoes too broad. 

“The $6 and $10 shoes are going best. 
Patrons formerly buying $12 and $14 
shoes are now asking for $10 values, 
while those who used to buy $10 ones 
take the $6 pairs now. 

“And the — of the $6 models 
today is undoub ly better than that 
formerly sold at higher prices.” 

Sport shoes have been selling at a 
ratio of three to one in the past two 
or three weeks compared with the 
same item at the same time last year, 


I. J. Rogers, manager of the Regal 
Store declared. 

“The most popular are the tan and 
white and solid colors,” he said. “One 
reason for such business at present is 
that selling at a single price leaves us 
free to sell only on the good points of 
our merchandise. One strong selling 
point is the use of the Resco fitting 
machine which enables us to fit the cus- 
tomer immediately without trying sev- 
eral pairs of shoes.” 

Narrow-toed models are much in de- 
mand, Mr. Rogers said. 

M. Pokorny & Sons, Ltd., are offer- 
ing genuine buckskins at $6.50 for the 
first time in the history of New Or- 
leans, Ralph M. Levy, manager of both 
the firm’s stores, stated. 

“Wings and straight tips and tan 
and white and black and white com- 
binations are proving especially popu- 
lar,” he said. Shoes of the same quality 
last year were selling for $8.50, he 
pointed out. 

“Business in general is seasonal 
and upward,” Mr. Levy said. “We 
handle $5 and $6.50 shoes and the $10 
Florsheims, but the best item at present 
is the $6.50 shoe. There does not seem, 
however, to be a general change toward 
lower-priced shoes.” 

Clarence Fletcher has joined the sell- 
ing staff. 








C. L. Hein Sees Promising 
Season Ahead 


St. Louis—The Vitality Shoe Com- 
pany, St. Louis, held a sales conference 
the first part of the week of April 13. 
After spending three days of study, 
covering the various problems of pro- 
duction and marketing of Vitality 
shoes, the conference was brought to 
a climax with a dinner Wednesday 
evening at the Jefferson Hotel. One 
of the features of this dinner was the 
weekly Vitality radio program. 

In addition to the regular lines of 
men’s, women’s and boys’ Vitality 
shoes, the salesmen were given two 
additional lines to be marketed under 
the Vitality name. C. L. Hein, sales 
manager, states that business is very 
satisfactory and that the outlook for 
the future is promising. 

The list of salesmen who are now 
in their territories with new sample 
lines is as follows: J. F. Burns, Ohio; 

- R. Burriston, California; H. W. 
Conn, Inter-Mountain States; George 
S. Easterbrooks, South Central States; 
J. W. Field, Southern States; J. L. 
Locke, South Eastern States; J. G. 
Mazur, Illinois-Iowa; A. R. Moore, Wis- 
consin, Minnesota, North and South 
’ Eastern 
Fars ey ware; James Rae, 
Canada; G. D. Scott, Missouri, Kansas, 
Oklahoma; A. W. Shaw, New En- 
gland; Harry Springgate, Indiana, 
Michigan; H Summers, Western 
Pennsylvania; J. C. Thomas, New York 
State; A Umphrey, Washington, 
Oregon; M. A. Weiss, Greater New 
York, New Jersey; C. K. Wheeler, 
Texas, 


74 


Kinney Officers Elected 


HARRISBURG, Pa.—The G. R. Kinney 
Company reelected ‘the following offi- 
cers: E. H. Krom, president and treas- 
urer; W. H. Goodyear, first vice-presi- 
dent; G. L. Smith, vice-president in 
charge of research and planning; Wil- 
liam Herbert, assistant treasurer; L. R. 
Kinney, assistant secretary; Edward 
Halloway, secretary. 

The following new officers were cre- 
ated: H. J. Wood, vice-president in 
charge of buying; William Herbert, 
vice-president and assistant treasurer; 
L. R. Kinney, vice-president and assis- 
tant secretary; F. E. Tuttle, vice-presi- 
dent in charge of stores; P. S. Franks, 
vice-president in charge of accounting; 
H. P. Ross, assistant vice-president in 
charge of stores. 





Rochester Factories Busy 


ROCHESTER, N. Y.—The usual after- 
Easter lull hit the Rochester shoe man- 
ufacturing business last week, but 
leaders in the industry were optimistic 
over the fact that February and the 
early part of March showed a decided 
advance over January. Larger firms 
let down only a little. 

George Burrows, vice-president of 
the Sherwood Shoe Company, declared 
his firm is having one of its best sea- 
sons despite the business depression. 
Road men have been busy since early 
January. The road staff was called 
in for a conference last week prepara- 
tory to launching new lines. 

E. P. Reed & Company are making 
about 2500 pairs of shoes a day. The 
Menihan Company and C. P. Ford 
Company are doing well. 
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b vcellence within the shoe ~ 


Manufacturers of all grades of footwear are con- 
fronted with the same problem — how to give the 
wearer the most quality and style for the price asked. 
Celastic, long the choice of makers of high-quality 
shoes, is now finding universal favor among manufac- 
turers of popular-priced footwear. Perfect reproduc- 
tion of the style lines of the last, plus the comfort of 
a toe free from ridges and loose linings, enable manu- 
facturers in all price fields to offer their customers 
greater footwear value. 


UNITED SHOE MACHINERY CORPORATION 



















THE QUALITY BOX TOE 
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SHOW CARDS THAT | 





Ted Orr, of the Potter Shoe Co., Cincinnati, said recently: 
“Signs in the window are even more important than space in 
the newspapers, for there is the public looking at the actual 
merchandise, with no one to tell them a thing unless there are 
cards to tell the stoty.” 





* 
Two comments from our card service members: 
“We are absolutely sold on ‘Recorder Selling Messages’ as 
the livest show card service to be had today for the money.” 


“First of all we want to compliment you on our cards. They are 
an asset to the looks of any window and the wording is up to 
date and effective.” 





° 
The shoes you buy . . . and don’t sell . . . are the real expensive 
shoes. Chain stores have well planned trims with’ attractive 
display cards and tickets. 


Your windows are the best of all so-called consumer advertising, 
if your cards are there to say for you what you would like to say 
in person to the window-shopper about your store service. 

Each month’s set of cards is colorful, artistic, with die-cut top, 
with hand-lettered selling messages, making it comparatively a 
simple matter to make the window trim fairly alive with your 
hearty invitation to come inside. 

Recorder Show Cards double the value of your window dis- 
plays! ; 
Complete Service Sent on Request for Inspection and Trial. 


©) 





3 


For May 





Pale green board; yellow, 
brown, and bright green de- 
sign; text in black. 
7x12 card 
APRIL CARDS 


Complete Texts 
sent on request: 
5 cards—Women’s Shoes 
2 cards—Men’s Shoes 








e 
Without text—35c each 
Attractive, 
Colorful 
Hand-Lettered 


two tone, 


illustrated are in 
or more colors 
“H,” which is 


6 dozen, 85 


price ticke 
jo sross $83 
1 gross 


1.50 per 500. 
$2.50 per 1000 


3 
Financial Record 
tems. 
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Price Tickets 


In all denomina- 
tions 





D—Modernistic 8-Way, 


with gold edge, or 
red with black edge, 


All other price tickets 


12 dozen, $1.60 
J—Adjustable clips for 
tickets. 


K—Shoe Carton Tickets. 
MANY OTHER 
PRICE TICKETS 
IN STOCK 


Dally Stock, Record, and 





Ask for Samples 
Check with Order 
lease 





a 


'| PULL SHOPPERS IN 














Annual Display Card 
Service includes: 


"Store Window Bulletin,” supplies 
merchandising and display sugges- 
tions each month. 


Special Cards, with wording as 
wanted. 

Exchange of Cards: Annual card ser- 
vice subscribers may exchange any 
cards received for others of the cur- 
rent month whose texts better cover 
their merchandising program. 


Price Tickets: Blank tickets match- 
ing the current month’s cards, sup- 
plied free; neat tickets with prices as 
wanted, but which do not match the 
show cards, also supplied annual 
card subscribers free; tickets with 
prices as wanted which match the 
cards are 50c per 100 additional. 


Exclusive Franchise is given with an- 
nual card service to one merchant in 
an average size town, suburb or city 
shopping center. 


Select the 
Service You Wish— 
Then Mail Coupon 


12 hand designed cards 


ee et ae 


STVLE-JENSE AND 


FITTING KNOWLEDGE” | 
AND WE 
WILL TO PLEASE / 








YOUR CHOICE OF HOLDERS 


Gold and Black frame and 


base—3 color festoon 


Oval base—burnished gold— 


3 color trim 


Either holder harmonizes with the finest of window display fix- 


tures. 


each month, each 


Service with different sales messages, die-cut tops, 
colorful, artistic, size 9 by 12 inches; with 
No. 1. 100 blank price tickets to harmonize with 
$5.00 service cards each month (or with prices im- 
printed, selection of prices as wanted, 50c. 
Monthly per month additional). Also 6 card holders 
with first month’s service. 
Service Service 
No. 2 8 cards No. 3 6 cards ; 
a 100 blank price tickets $3.00 50 blank price tickets 
$4.00 4 card holders Monthly 2 card holders 
Monthly 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


Republic Bldg., Chicago, Iil. 


COUPON 


BOOT AND SHOE RECORDER, 
Republic Bldg., Chicago, IIl. 


Please enter our order for the Recorder “Selling 

Messages” card service No. for one year, 

consisting of cards, each month and 

art card holders, with the first month’s service, be- 

ginning with cards for May for which we will pay 
per year, payable 3 per month. For 

cash in advance full year’s service, 5% discount. 


(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s card 
service delivered and agree to return card holders.) 
We sell Men’s, Women’s, Children’s shoes and hosiery. 


(Cross out lines not carried.) 


Printed Price Tickets:— 
$ $ 
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THIS MAY BE 
YOUR OPPORTUNITY 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











SALESMAN 


for Kansas City, 
St. Louis and Vicinity 


Well-known Eastern manufac- 
turer of Men's Shoes in the med- 
ium-priced grade is desirous of 
securing the services of a sales- 
man who can produce results in 
 —paaaae City, St. Louis and vicin- 

y. 


If you have a record of sales 
with another manufacturer in our 
grade of merchandise, we will give 
a drawing account on basis of past 
performance. Otherwise, it will 
be necessary to work on straight 
commission basis for a trial period 
of one month in order that we may 
estimate earning capacity. 

Send complete history of exper- 
ience, and the names of former 
employers. Your application will 
be treated in strictest confidence. 


Address C-461, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 








Salesman Wanted 


To handle fast line of women’s 
Compo novelties to retail at $5. 
and $6. for well known manufac- 
turer. Smart numbers carried in 
stock in the following territories:— 
Greater New York and New Jer- 
sey — Philadelphia and Eastern 
Pennsylvania — Baltimore, Wash- 
ington and Maryland — Wisconsin 
and Minnesota—lIllinois and Iowa 
and the South West. 


Address C-467, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 











HOE SALESMEN wanted to carry a sna 
Stim of hard sole Mules and D’Orsays, =. 
tailing from $2.00 up. Southern, New England 
and New York State territories open. Side 
line commission proposition. Address C-454, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


SALESMAN 


Wanted: A high grade successful 
salesman to represent us in Brook- 
lyn and Long Island. Must have 
your own car, come well recom- 
mended, and be able to show a 
good sales record. Give full par- 
ticulars. 


A. H. Weinbrenner Company 


140 Thomas Street 
Newark, N. J. 











S ALESMAN—Calling on the good rated Gen- 
eral stores in Central Pennsylvania to carry 
a side line of Overalls and Pants. State de- 
tails. M. SEGAL & SONS, 239 Market St., 
Philadelphia, Pa. 





SALESMAN—Large New York manufacturer 
making complete line of popular priced 
house slippers has the following states open for 
good representation: N. Y., N. J., Pa., Va., 

. Va., Md., Conn., Mass., N. H., Vt., Maine. 
Strictly commission basis. Weekly settlements. 
Reply iving all particulars first letter. 
VINCENT HORWITZ CO., Inc., 64 West 
23rd Street, New York City. 





ALESMEN with established territories to 

sell Health-I-Tred sport welts—arch sup- 
ports and novelty McKays. Fast sellers to 
retail at $4.00. Eight per cent commissions 
i y. When replying give reference. 
Address C-459, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





SALESMEN WANTED—Experienced selling 
men’s shoes, New York, Brooklyn and New 
Tersey territory. Phone BArclay 7-5784. 





N ORTH CAROLINA and Virginia open to 
an experienced sal Complete line of 
Infants’, Misses’ and Girls’ Medium and Fine 
Goodyear Welts. Straight Commission — Give 
reference — splendid opportunity. REIDER 
SHOE MFG. CO., Schuylkill Haven, Pa. 


WANTED TO PURCHASE 


ANT to buy an established, successful Shoe 
Business. H. KAHN, 159 S. Broad Street, 
Trenton, N. J. 











ANTED—For the States of Missouri, Kan- 

sas, Nebraska, Iowa, Minnesota and Wis- 
consin, Live Wire Shoe Salesmen with estab- 
lished following to carry as side line on com- 
mission basis our well known line of HAPYTOZ 
Turns, Stitch-steps and Stitchdowns. Seventy- 
five numbers at fast selling prices all Stocked. 
Exceptional opportunity to assist in defraying 
traveling expenses. rite or wire for complete 
details. W. C. Gooden, Inc., Mfg’r, Rochester, 
New York. Established 1908. 





SHOE SALESMEN wanted to carry our spats 
and shoe ornaments as a sideline. Please 
give territory and references with reply. 
MANOLIS MANUFACTURING CO., 4248 
No. Crawford Ave., Chicago, 





FOR SALE 








FOR SALE 
Complete Modern Shoe Salon Equipment 
13 sections Grand Rapids walnut single 
box shoe shelving, 4 full length mirrors, 
electric fixtures on each side, 16 blue 


4 fitting stools to match, eight foot 
ease, $400 Electric National Cash Regis- 
ter with wrapping table to match shelv- 
ing, 15 x 30 Wilton Rug with Felt Pad. 
Wrought Iron window fixtures. Iron 
safe, equipment used less than one year, 
cost $6 Must be sold at once for 
cash, make us an offer. 
PHIL SIEGEL 
229 15th Street, Ashland, Ky. 











EXCELLENT Location in Bronx, N. ¥. Good 
going business, rare a, must be 

sold at once, with or without stock. PHIL. 

— 1183 Grand Concourse, New York 
ity. 





OPPORTUNITY —Shoe Store For Sale. Ideal 
location for $2.00 to $5.00 retail trade. 
Third Avenue, Bronx, N. Y. Reasonable rent. 
Good lease. ey | district. Address C-468, 
care Boot & Shoe Recorder, 239 West 39th 
Stret, New York, N. Y. 


SHOE DEPARTMENT WANTED 


GHOE DEPARTMENT WANTED—Respon- 
sible party will lease shoe department in 
department store, preferably close to St. Louis. 
Write giving particulars. Address C-466, care 
Boot & Shoe Recorder, 239 West 39th Street. 
New York, N. Y. 

















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
PF Advertisements for this page must be in our New York office on Friday of the week preceding publication. OS 








Minimum charge 
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POSITION WANTED 


SHOE mannies and buyer for shoe department 
or store. Ten years’ experience, good win- 
dow trimmer, excellent salesman and graduate 
practipedist. Age thirty, single. Present con- 
tract expires June first. Address C-436 care 
Boot & Shoe Recorder, 239 W. 39th Street, 
New York, N. Y. 








SALESMAN, with large following wishes to 
connect with live wire juvenile manufac- 
tyres, Infants’ to Growing Girls’ welt shoes, 

New York and New Jersey territories. Fifteen 
years with last house who are liquidating. Will 
carry present accounts with me. Address 
C-464, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





gene Buyer or Assistant, age 32, 
married, fifteen years’ experience, twelve 
as manager. Capable salesman, window trim- 
mer, card writer and ad writer. Reference 
furnished. Address C-463, care Boot & Shoe 
eae 239 West 39th Street, New York, 





GHOE SALESMAN — Have covered Wis- 

consin for twenty years, one concern, dis- 
continuing, best references. FRED. S. WEE- 
DEN, Sheboygan, Wis. 





MANAGER AND BUYER, — Twenty-two 
years’ experience in men’s, women’s and 
children’s high class shoes. Capable of han- 
dling large volume, also window trimming ex- 
perience. Good reference. Address C-460, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


LINE WANTED 


SALESMAN—Traveling eastern part of New 
York State including New York City for 
past ten years with men’s popular priced welts, 
would like to add a non-conflicting proposition 
of women’s, boy’s or children’s. To be hand- 
led on a strictly commission basis. Have large 
following of A grade accounts and can give 
best of references. Address C-469, care Boot 
. 3 a oe 239 West 39th Street, New 
ork, N. Y. 














SALESWOMAN, desires good line children’s 
shoes. Westchester County, Bronx territory. 
Address C-462, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


HELP WANTED 


WANTED — Fitting Room ‘Foreman for 
Indiana Factory. Must be experienced on 
Comfort Soft Soles and House Slippers. State 
full_particulars and salary wanted. Address 
C-465, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


MERCHANTS’ NEEDS 














DISPLAY Fl diya RES 


SEGALLE "SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 


Boot aNnp SHOE RECORDER 


combining THB SHOE RETAILER, May 2, 1931 








WANTED TO PURCHASE 





MERCHANTS’ NEEDS 















If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 














We will pay the best price fer 
your surplus or entire stocks of shoes, 


general merchandise or department 
stores. Leases aseu! 5 

Phone - Write - Call 
All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 5922 











MERCHANTS’ NEEDS 











VANITY BOWS 





No. 8663 


The leading bow of the season. Made 
in any color or combination of leathers 
with clips at $4.50 per doz. prs. 
Many more samples can be had on re- 
quest. 

Manufacturers of shoe ornaments since 
1910. 


VANITY NOVELTY 
WORKS 
1261 Atlantic Avenue 
BROOKLYN N. Y. 














LETTERS 


Dear Sir: 

When you need 
letters that will 
sell shoes and 
build good-will 
for your store, 
write to me, giv- 
ing me as much in- 
formation as pos- 
sible. My charge 
for preparation 
will be moderate. 

Yours very truly, 
R. E. Andruss 


Care Boot and Shoe Recorder 
239 W. 39th Street, New York 
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DISPLAY Papers 
Change Often! 


Have you our samples? 


DISPLAY CREATIONS 
1439 Broadway, Detroit, Mich. 








Let an experienced Shoe Displayman 
manufacture and install your 
SHOW WINDOW BACKGROUNDS 
and set the shoes 
LEVINE DISPLAY STUDIOS 
124 W. 2ist St., N. Y. C. 
WAtkins 9-4334 
DISPLAY SERVICE FOR 
INDIVIDUAL OR CHAIN STORE 














Send Glass Sizes for Estimate 
Designs and Materiais - No Obligation 


CAMDEN ARTCRAFT CO. 160 N.WellsSt. 


CHICAGO. ILL. 





— Milbradt 
-——| Rolling Step Ladders 


Enable you to reach your 
—-j| highest shelves convenient- 











“ 








a ly. 
os ; They last a lifetime 
a r and 


om } Are made in any style, 
—— ; shape or size to fit any 
, : kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use. 


a — ? Milbradt 
ee : Manufacturing Co. 
ae a Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 














mM, O. POLLINGER. co.!| 
216 HOLLAND BLDG., ST. LOUIS, MO. 








Dr. Reed Store Moves 


WASHINGTON, D. C.—Dr. A. Reed 
Cushion Shoe Co., located at 1318 G 
Street in the City Club Building for the 
past three years, has moved to a new 
location at 1416 N. Y. Ave. N. W., not 
far from Washington’s financial dis- 
trict and but four or five doors from 
one of Washington’s busiest corners. 

In the last two years several h'gh- 
grade stores ‘have moved to this vicin- 
ity; including Parker & Bridget, one of 
as oldest men’s haberdash- 


ae LaPorte, manager, is very enthusi- 
astic over his new location and expects 
a substantial increase in business in 
this location. 











eae AN em 


{ 
: 
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John Guernsey Explains Cen- 
sus to Washington Shoe Men 


WASHINGTON, D. C.—The Washing- 
ton Shoe Retailers Association held its 
regual monthly meeting at the Hotel 
Harrington at 8.15 p. m. Thursday 
evening, April 23, with Edward Hahn 
presiding. 

The association had as its guest 
John Guernsey, formerly controller of 
a large department store on the Pacific 
Coast and now in charge of the Govern- 
ment’s distribution census. 

Mr. Guernsey, with his able assistant, 
Charles Beach, thrilled a large gather- 
ing of Washington’s most prominent 
shoe merchants and buyers with their 
detailed figures and methods of mod- 
ern retailing. 

Washington is the first city for 
which the Government has compiled 
complete figures on retail operation. 
These include detailed sales and ex- 
pense of each of the various type shoe 
and department stores, the cost of re- 
turned merchandise, the proportion 
of credit sales and various other vital 
figures .essential to the enlightened 
operation of an up-to-date shoe store 
or department. 

Mr. Beach read a detailed report of 
percentages on the volume of business 
one in several large cities with com- 
parative population, and the percentage 
of shoe sales in each city compared to 
the total. He stressed the possibility 
of an increase in the business done in 
neighborhood stores and based his pre- 
diction on the increase of complicated 
parking. He also predicted an in- 
crease in department store business as 
the modern shopper will want to do her 
shopping under one roof. 





Adds Shoe Department 


ATLANTA, GA.—Lew Adler, one of 
the highest class retail clothiers in At- 
lanta, has just added a shoe depart- 
—_ to his store at 113 Peachtree 

reet. 





HOTELS 








The Home Hotel 
of New York 


Homelike in service, 
appointments and lo- 
cation... away from 
noise and congestion, 
yet but a few minutes 
from Times Square... 
garage facilities for 
tourists. 












Room and Bath from 
$3 single $4 double 


500 Rooms 


Home folks will 
like this hotel 


HOTEL 


BRETTON HALL 
BROADWAY at 86th ST. 
mes NEW YORK SS 






















George Rosen Back 
on the Job 


Boston — After 
several months ab- 
sence, due to an 
auto accident, 
George Rosen, who 
is well known to 
the trade through- 
out the country, is 
in his new location 
at 43 South Street, 
Boston, where the 
Merchants Shoe 
Co., Inc, will 
carry in stock a 
snappy line of 
novelties at popu- 
ae ee Mr. Rosen has fully recov- 
ered. 

George’s friends will be glad to hear 
of this and he will be glad to meet any 
of them when they come to Boston. 





George Rosen 





M. M. Stollmack, Vice-Presi- 
dent of Carlisle Organization 


Lone Istanp City, N. Y.—M. M. 
Stollmack, formerly associated with the 
Diamond Shoe Company as sales man- 
ager, has resigned his position there 
and is now associated with the Carlisle 
shoe factory, Carlisle, Pa., manufac- 
turers of fine welt shoes, in the capacity 
of sales manager, style director and 
vice-president. 

Mr. Stollmack has spent thirteen 
years in the shoe field and is well 
known for his ability to help retailers 
develop their welt shoe business. 

Mr. Stollmack intends to announce 
his headquarters in New York City 
definitely within the next few weeks. 
In the meantime, he can be reached 
at the offices of I. Miller & Sons, Long 
Island City. 

The Carlisle Shoe Company factory 
is to retain its present personnel and 
workers, and O. H. Starner and son, 
I. F. Starner, are to be in charge of 
the manufacturing and quality stand- 
ards of this product. These men have 
been for many years associated with 
the Carlisle factory and are exponents 
of the highest degree of shoemaking. 

The Carlisle factory has interested 
the retail organization of I. Miller & 
Sons to take over a definite part of its 
production for the making of spectator 
tailored and active sport types of shoes 
that they intend to retail at $8.50 to 
$10.50. 

Because of its association with I. 
Miller & Sons, the Carlisle factory is 
in a position to have access to the 
style resources and shoe manufactur- 
ing resources that have helped the 
progress of the I. Miller business. 





Washington Sales Increase 


WASHINGTON, D. C.—Retail sales in 
Washington department stores showed 
a substantial gain in March. The Fed- 
eral Reserve Bank of Richmond re- 
ported that sales here jumped 13.8 per 
cent above the figures reported for 
March, 1930. 

This was the best showing made by 
any city in the Fifth Federal Reserve 
District, while the Richmond Bank 
ascribes most of the improvement in 
the district as a whole to the earlier 
date of Easter. 
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A. Sandler Dies in Boston 


Boston—A. Sandler, head of the 
business operated under his name and 
associated with the shoe industry for 
42 years, died Sunday. Mr. Sandler 
was known for his philanthropic and 
charitable works, and his passing 
a great shock to his many friends. 
Mr. Sandler’s four sons, Samuel, Jack, 
Max and Philip Sandler, will continue 
to operate the business. 





Peters Parade on the Air 


St. Louis—The Peters Shoe Co. be- 
gan a series of radio broadcasts Thurs- 
day evening, April 30, over a nation- 
wide hookup of 58 stations of the 
Columbia system. Their program is 
known as the Peters Parade. Gus 
Haenschen and his Diamond Tone 
Parade (band), Irene Beasley (The 
Dixie Diamond), and three Diamond 
Aces of Melody are the headliners of 
each performance. The producer of 
this program has done a good job in 
putting diamond sparkle into entertain- 
ment. The broadcast goes on the air 
at 9.45 p. m. eastern standard time 
every Thursday evening. 





Weakness in Hide Futures 


New York—Declines of 28 to 80 
points were recorded in raw hide 
futures omnes the week ended April 
24, The weakness was attributed in- 
directly to the unsettled conditions ex- 
isting in the securities market which 
coupled with the drop in actuals stimu- 
lated short selling and liquidation. The 
— of the buying emanated from the 
trade. 

Approximately 60,000 hides were re- 

ported sold by packers, with light 
native cows, the basis grade, showing 
a decline of %c. for the week. In the 
Argentine Frigerifico hides fell a full 
cent. 
One of the outstanding features of 
the week was the switching from May 
to September on the Hide Exchange. 
The spread between these positions 
amounted to 185 points early in the 
week but was gradually reducted to 
183 by Friday’s closing. 

Hides certificated by the Exchange 
increased 16,000 to 76,410. 





Operations in Reorganized 
Company Started 


MILWAUKEE, WIs.—Operations at the 
Degner Shoe Mfg. Co., organized to 
continue the business of the Helmholz 
Shoe Co., recently liquidated, started 
April 15, according to a statement 
given out by H. O. Degner, president. 

The new company is capitalized at 
$75,000, consisting of 750 shares of pre- 
ferred stock at $100, and 2000 shares 
of no-par common stock. Manufactur- 
ing is being done in the old Helmholz 
plant, Packard Avenue, Cudahy. 

There are at the present time 100 
employed at the factory and in a short 
while 50 additional workers will be en- 
gaged. For the present 1000 pairs of 
children’s shoes are the daily output. 
All officials of the new firm were for- 
merly affiliated with the Helmholz Co., 
and have been active in local shoe cir- 
cles for 15 years. They are, besides 
Mr. Degner, A. Christensen, vice-presi- 
dent; W. L. Donovan, secretary, and 
A. F. Mueller, treasurer. 
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THE Business 
BAROMETER 


Business Changes 


CALIFORNIA—San Leandro—Vera & Weiler 
(1875 E. 14h St.); boots and shoes; sold or 
closed out business. 

West Hollywood—Abe Karp (Sherman Army 
& Navy Stores) (8803 Santa Monica); reported 
sold out to Hyman Westerman. 

GEORGIA—Quitman—Rose Lazarus (Lazarus 
Dep’t Stores); boots, shoes, etc.; recently com- 
menced business. 

INDIANA — Gary — Steiner’s Dep’t Store 
(Herman Steiner) (2153 W. 11th St.); boots, 
shoes, etc.; removed to Chicago. 

KENTUCKY—Central City—Bennett Clo. Co., 
boots, shoes, etc.; reported selling or sold out. 

MASSACHUSETTS—Boston—Dr. Saklad Shoe 


Shops, Inc.; boots and shoes; recently in- 
corpora 

Winer-Kane Shoe Co., (251 Causeway St.) ; 
manufacturers; Louis Fallman retir 


Brockton—Union Shoe Co., of Brockton ; man- 
ufacturers; voted to issue $5, 000 common stock. 

Framingham—Freeman Shoe Co., Inc., manu- 
facturers; inc. authorized capital 50,00 0 

Lawrence— Arlington Shoe Mfg. Co., Inc.; 


manufacturers; voted to issue $10,000 common 


stock. 

Medway—Medway Shoe Manufacturing Corp. ; 
voted to issue $12,000 common stock. 

Worcester— Wiley-Bickford & Sweet Corp. ; 
Shoe manufacturers; recently incorporated. 

MICHIGAN— Lakeview— L. S. Ward; boots, 
shoes, etc.; succeeded by Diehm and Ward. 

MISSOURI—St. Louis; St. Louis Novelty 
Shoe Co.; boots and shoes; inc. authorized cap- 
ital of $50,000. 

NEW JERSEY—Newark--—Davida Corpora- 
tion; shoe manufacturers; in: authorized capital 


NEW YORK—Brooklyn—Good Last Shoe 
on. boots and shoes; inc. authorized «capital 
5,000. 

Horowitz & Kass, Inc.; boots, shoes, 
incorporated. 

Marty’s Booteries, Inc.; boots and shoes; inc. 
authorized capital $10,000 

Buffalo—Louis Madden, Inc. ; boots, shoes, etc. ; 


incorpora’ 
Short Vamp 


etc. ; 


New York City—Glassberg’s 
Shoes, Inc.; boots and shoes; incorporated. 
Romano, Inc.:; boots and shoes incorporated. 








Failures, Embarrassments, Etc. 


ALABAMA—Ensley—City Shoe Co.; boots 
and shoes; reported petition in bankruptcy. 

Fort Wayne—William H. Tindle; boots, shoes, 
etc.; reported petition in bankrupcy. 

DISTRICT OF COLUMBIA—Washington— 
Sarah Levy; boots, shoes, etc.; reported petition 
in bankruptcy. 

La Paree Shoe Shop (Gabriel Levy Prop) 
904 F. St. N. oe a and shoes; repo! 
petition in bankru 

FLOR IDA—Jacksonville—Philip Bork (“Star 
Shoe Co.”); boots and shoes; reported petition 
in bankruptcy. 

Miami— Oscar Argentar; boots, shoes, etc.; 
reported petition in bankruptcy. 

A. Quadow, Inc.; boots, shoes, etc.; reported 
petition in bankruptcy. 

ri . C. Cobb; _ boots, etc. ; 
reported petition in bankruptcy. 

GEORGIA—Douglas—Joseph Hanna; _ boots, 
shoes, etc.; reported petition in bankruptcy. 

Moses Hanna; — shoes, -etc.; reported 
petition in bankruptc 

Milledg evillen Tho” Fashion Shoe Store, Inc. ; 
boots and shoes; reported petition in bankruptcy. 

ILLINOIS—Chicago—Kurnick & Son (4743 
S. Ashland Ave.) (2995 W. Madison St.) ; boots 
and shoes; reported petition in bankruptcy. 

Rockford—Latino Bros., Inc. (1025 S. Main 
St.) ; boots, shoes, etc.; reported petition in 
bankruptcy. 

Ville Park—John H. O’Meara; boots, shoes, 
etc.; reported petition in bankruptcy. 

INDIANA — Gary — Nathan Migatz (1216 
Broadway); boots, shoes etc.; reported petition 
in bankruptcy. 

KANSAS—Wichita—Globe Clo. Co. (409 E. 
Rouae St.) ; boots, shoes, etc.; reported as- 
signe 

MASSACHUSETTS — Newton — Sidney Litch- 
man; boots and shoes; reported petition in 
bankruptcy. 

Quincy—J. Seigal (‘‘The Shoe Market’’) ; 
boots and shoes: reported assigned. 

M (7180 

etc.; reported 


shoes, 


ICHIGAN—Detroit—Dora Burnstein 
Michigan Ave.); boots, 
petition in bankruptcy. 

Grand Rapids—M. Katz & Son (346 & 210 
Monroe Ave.); boots, shoes, etc.; reported 
petition 5 bankruptcy. 

NEW JERSEY—Bayonne—Pauline Goodman 
(Bell Shoe Shop) (415 Broadway); boots and 
shoes; repo called meeting of creditors. 

Hackensack—Davis & Mayer (160 Main St.); 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Newark—Remey’s Boot Shop; boots and shoes ; 
Fred J. Isreal appointed receiver in bankruptcy. 


shoes, 


Ward’s, Inc. (52 Market St.); boots, 
etc.; reported petition in bankruptcy. 

Perth Amboy—Buy Wise Shoe Store (Aaron 
Weissberg) (113 Smith St.); boots and shoes; 
reported petition in bankruptcy. 

NEW YORK—Brooklyn—Kestenbaum & Neu- 
feld (K & N Bargain Store) ; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Samuel D. Ribak (581 Sutter Ave.) ; boots 
and shoes; reported called meeting of creditors. 

New York City—Warren Oakley Cagley; man- 
ufacturer ladies’ shoes; reported petition in 
bankruptcy. 

David Portugal (516 E. 137th St.); boots and 
shoes; reported offering to compromise. 

Jack Rosenzweig (4225 White Plains Ave.) ; 
boots and shoes; reported petition in bankruptcy. 

S. Smolinsky & Son (109 W. Broadway); 
boots and shoes; reported called a meeting of 
creditors. 

NORTH CAROLINA—Durham—Durham Shoe 
Co; boots and shoes; reported offering to com- 
promise at thirty three one third per cent. 

GREENSBORO—Cornelius Mebane (“Nick 
Shoe Co’); boots and shoes; reported receiver 
appointed. 

REIDSVILLE—Somer White & Cummings, 
; boots, shoes, etc; reported receiver ap- 
pointed. 

OKLAHOMA—Carnegie—James L. McGee & 
Co; boots and shoes; reported petition in bank- 
ruptcy. 

ELDORADO—Stone & Sterner; boots, shoes, 
etc; reported petition in bankruptcy. 

ERICK—Stone & Pleiser; boots, shoes, etc; 
reported petition in bankruptcy. 

MANGUM (also branches)—C. M. Stone & 
Co; boots, shoes, etc; reported petition in bank- 


ruptcy. 

PENNSYLVANIA—Ashley (also Parsons)— 
Katcher Bros; boots, shoes, etc; reported peti- 
tion in bankruptcy. 

HARRISBURG—R & B Army & Navy Sales 
Co; boots, shoes, ete; reported petition in bank- 
ruptecy. 

RHODE ISLAND—Providence—John Curran 
Stores, Inc; boots, shoes, etc; reported receiver 
appoin le 

TEXAS—Hico—W. H. Harrod (Hico Mercan- 
tile Co); boots, shoes, etc; reported petition in 
bankruptcy; reported receiver appointed. 

McLEAN—Jolly Dry Goods Co; boots, shoes, 
ete; reported petition in bankruptcy. 

WISCONSIN— Fort Atkinson—Harry Kohler 
(“Harry’s Clothes Shop”); boots, shoes, etc; 
reported petition in bankruptcy. 








New Shoe Stores 


Sandusky, 0O.—Arthur Braunstein, Cable 
Building. 

St. be Wash.—Lusk’s. 

New N. J.—Davida Corporation, (Mfg.) 
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Wilmington, Del.—Mercantile & Realty Co. 
McGehee, Ark.—Southern Products Co., Inc. 
Buffalo, N. Y.—Lewis Madden, Inc. 


81 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 










Last Shoe Corp., 


New York, N. Y.—Good 
Kings. 

Portland, Ore.—Sam & Nate Director. 

Hayesville, N. C.—Matherson & Justus. 

Finney, Ky.—Ernest Young. 

Amboy, Ill.—A. S. Berry. 

Lampasas, Tex.—Benton Roberts 

Hollywood, .Cal.—Hackleman & "Long, 
Hollywood Blvd. 

Marion, Ia.—A. J. Amentz Co. 

New York, N. Y.—Horowitz & Kass, Inc. 

Monroe, Mich.—Lion Store, 103 E. Front St. 

Bellflower, Cal.—Ben Reznik. 

New York, N. Y.—Superior Family Shoe 
Shop, 456 Powel St. 

Medina, N. Y.—Max Intrator. 

New York, N. ¥.—Romano, Inc. 

New York, N. Y.—Kitty Kelly Shoe Corp. 

Indianapolis, Ind.—Weiss-Kramer, Inc., 34 
W. Washington St. 

Columbus, O.—Jones-Sidell Co., 20 East Gay 
Street. 

Auburn, Neb.—Frank E. Wells. 

Meriden, Conn.—Savard & Smith. 

Table Grove, Ill.—Guy Kirkbride. 

Willkes-Barre, Pa.—Barre Men's Shops, Inc. 

Appleton, Wis.—Gasway Clothes Shop, Inc. 

Table Grove, Ill.—Guy Kirkbride. 

Lebanon, Ind.—Edwards Clothing Store, 112 
S. Lebanon St. 

Hazelhurst, Miss.—Wm. Wright. 

Pawtucket, R. 1.—Slater Shoe Co., 192 Main 


St. 

Dixon, I1.—Wm. B. Johnson Shoe Co. (Mfg.) 

Haverhill, Mass.—Newman Shoe Co. (Mfgr.) 

Live Oak, Fla.—Linden Stores Co., Inc. 

Ocala, Fla.—H. A. Waterman, Inc. 

Atlantic City, N. J.—Litt’s Shoes, Inc., 428 
Guarantee Trust Bldg. 

Marshfield, Ore.—Hub Stores, Inc. 

Arlee, Mont.—W. J. Boyer. 

Indiantown. Fla.—H. J. Greene. 

Sparta, Tenn.—J. E. Matlock & Co. 

Cleveland, Tenn.—Randolph Bargain Store, 
Inman St. 

South Birdsboro, Pa.—Wm. Weller 

Philip, 8S. D.—C. C. Gascoygne. 

Surrey, Ind.—Cecil Lee. 

Askov, Minn.—T. A. Cross. 

Pocahontas, I11.—C. W. Gilliland. 

Dryden, Mich.—H. L. French. 

Ogden, Ia.—A. B. Allen. 

Gadsden, Ala.—Frank’s. 

Brownsville, Tenn.—Bauman Merc. Co., John- 
son Bldg. 

Whitesboro, Tex.—R. E. Dennard. 

McAlester, Okla.—N. J. Dakil. 

Escondido, Cal.—J. J. Sugarman Co., Ltd. 

Los Angeles, Cal.—Chas. Halpern, 2501 
Central Ave. 

Lakeview, Neb.—Forrest Hite. 

Maywood, Neb.—Scotia Stevenson. 

Belmont, N. C.—The Leader Store. 

Pooleville, N. Y.—Curtis Rhodes. 

Clover, S. C.—J. L. Fellows (soon) 

Carlisle, Ky. a yaa Grant, East Main St. 

Burlington, N. C.—Leader Shoe Store. 

Logan, O0.—Cincinnati Shoe Co., Mfgr. (soon) 
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Washington, Pa.—Harry M. Ruben, 72 N. 
Main St. 

Hazleton, Pa.—Smith’s Shoe Store, 9 E. 
Broad St. 


Youngstown. O.—Central Department Store. 

Wheeling, W. Va.—Walk-Over Shoe Store. 

Huntington, W.Va.—Walk-Over Shoe Store. 

Minneapolis. Minn.—Allen’s Shoe Store, 610 
Nicollet Ave. 

Lebanon, Tenn.—Lebanon Shoe Co. 

Chicago, Ill.—Stetson Shoe Shops, "Rar iolph 
St. near Wabash. 

Greenville, S. C.—The Vogue. 


Antioch, Cal.—Harold F. Johansson, 11 6th 
St. 

Tacoma, Wash.—Edw. Denzler. 

a Ore.—Otto Johnson, 117 Market 

St volt Creek, Ore.—Naylor Store. 

Medford, Ore.—Chamberlain-Weber, Inc. 


Hillsbaro. Ore.— A. A. Soule, Wood Bldg. 

Seattle, Wash.—Armstrong’s Shoe Shop, 4918 
Rainier Ave. 

Canyon City, Ore.—C. P. Lackey. 

Bellingham, Wash.—J. F. Behrendt Co. 

Machias. Wash.—Clyde al 

Raymond, Wash.—S. A. Bitar. 

Spokane, Wash.—H. Melinder, 904% Sprague. 

Traverse City, Mich.—Conrad A. Cronseth. 

Los Angeles. Cal.—Sunset Shoe Shop, 
Sunset Blvd. 
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Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boor anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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Next Week 


you will find 
in the 


Boot and Shoe 


‘Recorder 


A* NATIONAL attempt will be made 

by us on May 9 to encourage 
merchants everywhere to departmentize 
their stock so as to show profit and loss 
by lines. To do that, we must develop 
a new principle in merchandising. 
Each store organize as a “department” 
store—each line standing on its own 
feet rather than melting into the gen- 
eral stock. Then, when a merchant 
buys a new line of shoes, he can trace 
definitely the rise and fall in sales, 
profit and loss, in the one line. He can 
keep a life-chart of that stock—not by 
the season, or by the year, but by its 
in-come and out-go. 


a ma & 
WE will take, in this issue, a defi- 


nite promotion of summer sports 
footwear. (National Sports Weeks start 
May 15 to July 4.) We will show what 
a merchant can buy for one thousand 
dollars (other stores will multiply that 
unit according to their needs). 

We will show the first necessary 
mark-up for the fashion-appeal weeks. 

We will then show secondary price— 
when moved “for values,” and finally 
its mark-down through clearance—ar- 
riving at an average mark-up for that 
line, between in-come and out-go. 

Our yi furthermore, will in- 
dicate how sport shoes should be fea- 
tured in retail advertising, windows 
and selling urges, together with the 
how and why a clerk is to sell the cus- 
tomer. We will endeavor in this com- 
plete model stock plan presentation to 
show the necessity of looking at a com- 
plete line of shoes—bought for a sell- 
ing season or purpose—and how its 
“new distribution” can be kept always 














under control. 
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Vulco-Unit Box Toes have long been the ultimate selection of wise manufacturers who seek 
style and beauty at the TOE of their shoes — the ome deciding factor. 

It is the stylish toe that appeals to the woman in her choice of dainty footwear — her first and 
last consideration. 

Nowhere in the entire shoe industry is money so willingly spent as in the creation of new ana 
striking models and nothing more important than their faithful reproduction, 

VULCO-UNIT Thermoplastic Box Toes not only reproduce the most delicate lines of the last 
modelers art — but assure enduring style and beauty. 

“It’s the beauty of the toe that sells the shoe”. Be sure and specify Thermoplastic BOX TOES in 
your next order. 











BECKWITH MANUFACTURING COMPANY 
Statler Building, Boston 
Largest Manufacturers of Box Toes in the World 


BECKWITH * MFG + COMPANY 
y 
¥ Ae 
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Always a Fit 
7~\ Fit all-ways 


“No pump is better than its fit”’ 





Fine Footwear 
for Women 


mus Pedigo-[ake Shoe Co. pve, 


for Women 


Saint Louis, Missouri 
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The Grizzly 


“Oh, how good looking! I'd like to have a pair.” 
That is the comment of women when they see this new 
Kenwood Oxford with its promise of cool comfort and 
smart appearance, both for spectator wear and for active 
sports. Here is a timely “style” appeal that is winning 
increased sales for leading shoe and department stores. 


And the Kenwood is just one number from the 


And nowin Tennis, too 
Ball-Band Leads in 
Style and Quality 






KENWOOD OXFORD 


Imported open mesh 
net, snow white, unlined. 
White rubber saddle and 
wing toe tip. White Rayon 
lace. White vulcanized 
crepe sole and beveled 
crepe heel. 


BALL-BAND line of thirty-three sales building Tennis 
styles. Sales building styles because each, in its price 
range, has “extra values” in quality of materials, in 
workmanship, in design. Extra values that are the result 
of the skill and experience gained during thirty years 
of quality leadership in rubber footwear. 


Ask for illustrated Price List. 


Mishawaka Rubber & Woolen Mfg. Co. 


280 Water St., Mishawaka, Indiana 


BALL 





(Inquiries from the New England States and Greater New York should 
be addressed to Dunham Bros. Co., Dept. A, Brattleboro, Vermont ) 


The Gypsy 
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Wm. B. Johnson, Vice 
President and General Manager, who 
for many years has specialized in the 
designing and manufacturing of better 
quality shoes for the younger set. 


The Spacious, Modern Factory 
for the new line, equipped with modern 
machinery, employing the most skill- 
ful labor. 
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Presenting 


Win. B. Johnson 
Shoe Co. 





who are entering the field 
with a complete line of Junior 
and Sub-Deb Shoes of Goodyear 
welt construction, designed for 
the better trade. 


N ew lasts, new patterns, new 
designs, new thoughts for your 
Junior and Sub-Debdepartments 
—shoes that measure up to the 
highest standards of quality. You 
will find in these new lines some 
mostinteresting departures from 
everyday practice—departures in 
which you will recognize some 
very attractive sales and mer- 
chandising possibilities. 


will soon be in the 
field to present the new line. 


Ma. B fobason Shoe Co 





Dixon, Illinois 




















The true sportsman is as unerring in the technique of fashion as 
in the technique of the game. For polo, for the hunt, for golf, 
he selects footwear of Gallun Aztec Calf. ..and gains all the 


fine advantages of style and comfort that come with fine leather. 


GALLUN LEATHERS 


A. F. GALLUN & SONS CORPORATION, Milwaukee, Wisconsin 
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Copyright 1931, by The Goodyear Tire & Rubber Co., Inc. - 
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EOPLE always want com- 
fort in shoes. They always 
want them good looking. 


But these days, they want some- 
thing more — they want long wear. 


Here’s the way to sell those cus- 
tomers, and keep them sold. Fea- 
ture shoes equipped with Goodyear 
Wingfoot Soles. No sole you can 
find will outwear them—and every- 
body knows that long-wearing 
soles mean long-lived shoes. 


More than that, Goodyear Wing- 
foot Soles are sure-footed, water- 
proof, resilient, comfortable — the 
kind of soles that please active 
boys and girls, salesmen, mailmen, 
policemen, workmen, and all the 
people that give shoes hard service. 


NO MARRED FLOORS! 





WINGFOOT SOLES 
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VOLUME STYLES 


Stocked in an unusually wide assortment 
of widths. Immediate service. 





SURPRISING QUALITY 


We specialize in stock shoes that couldn’t 
be beaten if made to special order. 

















R822 
Black Calf 
Soft Box, 8/8 wee _—_ 
Sizes and Widths: B, 11; 
Cc, D, & te; it. 


(Unbranded and Branded) 


Stock No. R826 
Black Calf Oxford. 
Strand Last. Sizes 
and Widths: A to E, 
6 to 11 


(Unbranded and Branded) 


Stock No. R831 
Black Kid, Blu. Ox- 
ford, Cinch Last. 
oes, gad Widths : 
C, , EEE, 6 to 
a.” 














R821 
Maine Last 


Black Calf, Hard Box. ‘‘Craw- 
ford Shank.’’ 8/8 Wingfoot Rub- 
ber Heel. — and Widths: B, 
6 to 11; C, D, E, 5 to 11. 


(Unbranded and Branded) 


Stock No. R824 
Kenmore Last. Sizes 
and Widths: A to E, 
6 to 11. 


RS24— Patent 
Leather. 
RS25—Black Calf. 


(Unbranded and Branded) 


Stock No. R823 
Black Kangaroo, 
Madison Last. - 
and Widths: AA, 

to 11; — 7 to ine 
B, C, 6 to 11 
ead i meas- 
urements). 


Write now for Spring stock folder. 





Western Representatives 


CROSSETT 





BOSTON OFFICE AND SALESROOM 


A. F. Medine, 573 Haywood Hotel, Los Angeles 
Chris E. Nelson, Hotel Gowan, Seattle, Wash. & = OE C oO in 212 ESSEX STREET, BOSTON, MASS. 


FACTORY, AUGUSTA, ME. 
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